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round the Corner 


OOKING for wealth or success, ease or contentment “around the corner” is not new. “Just 
around the corner” has been the philosophy of many men who have lived their entire lives 
without getting around the corner. 


“Just around the corner” belongs in the same category as the 
“end of the rainbow.” Let’s hope that so called better times are 
not around the corner because that is a place where no one 
arrives. When we do discover better times we shall discover 
them where we are. 


In 1933 better times for the life insurance salesman will be a 
personal problem. All indications are that the salesman will 
succeed who will accept the challenge of 1933 as a personal 
problem and will organize himself to meet the situation. 


The experience of 1931 and 1932 will lead many prospects to 
want “double track protection.” The Ohio National Life In- 
surance Company is prepared to supply this new demand. An 
illustration of “double track protection” issued at age 35 is given 
in the box insert at the right of this ad. 


Similar plans may be prepared for any amount, for any age. 
The protection may be increased and the amount of retirement 
income remain the same; or the amount of retirement income 
may be increased and the protection remain the same; or both 
may be increased—the amount of one is not dependent upon 
the amount of the other. 


“Double track protection” is one of the many reasons why— 
“It Pays to Tie Up with The Ohio National.” 








Double Track Protection 
Age at issue—35. Annual Deposit $ 273.80 


Amount of Death Benefit beginning of 
contract 


Amount of Death Benefit at end of ten 
7,577.00 


In event of reverses and the policyholder needs 
cash at the end of the ten year period he may 
withdraw $2,322.00, reduce his annual deposit 
to $73.80, and continue the $5,000 death benefit 
protection without any liens against his life 
insurance. 


Should he wish to restore his additional “dou- 
ble track protection,” he can do so without a 
medical examination. 


If the full annual premium deposit of $273.80 
is continued, the death benefit protection at 
age 61 would increase to............ $13,960.00 


Advantage of a retirement income may be 
taken at any time afier age 50. If the retire- 
ment income is taken, the protection of $5,000 
may be continued to age 61 for an annual de- 
posit of $73.80. After age 61 the protection may 
be decreased or the premium deposit increased. 


If the full premium deposits are made up to 
age 66, the insured will have a life income of 
$103.68 a month with no more premium de 
posits unless he desires to continue his protec 
tion. The policyholder may continue the death 
benefit protection after age 66 (if adjustment 
is made at age 61) on the following basis 
Death benefit of $1,795 for an annual premium 
deposit of $73.80; death benefit of $5,000 for an 
annual premium deposit of $274.70. 





Salesmen wanted in select locations in the following states: California, Illinois, Indiana, Iowa, 
Kansas, Kentucky, Michigan, Missouri, Nebraska, Ohio, Oklahoma, Pennsylvania, and Texas. 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 


T. W. Appleby, 
President 


CINCINNATI, OHIO 


re. FE. Kirkpatrick, 
Supt. of Agencies 
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Security Is Basic 
Investment Rule 


John A. Stevenson Points Out Fac- 
tors in Life Insurance’s 
Strong Position 


GREAT ERA LIES AHEAD 


College Lecturer Gives Suggestions for 
Improving Sales Approach—Con- 
clude New York Course 


NEW YORK, Jan. 26.—An invest- 
ment must have security of principal 
as its first consideration, for whatever 
other good qualities it may have are 
insufficient to offset the lack of this im- 
portant factor, Vice-President John A. 
Stevenson of the Penn Mutual Life de- 
clared at the final session of the New 
York Life Underwriters Association’s 
lecture course. 

“On the score of security there is no 
other class of financial institution more 
favorably situated than life insurance in 
respect to its holdings in underlying, 
that is, preferred securities,” Mr. Ste- 
venson said. “Other factors of strength 
are the amortization principal, the con- 
tinuity of income which in most cases 
has averted need to sell securities, reg- 
ulation not only by insurance depart- 
ments but also by associations such as 
the New York City Life Underwriters 
Association, the Life Agency Officers 
Association, the Medical Directors As- 
sociation, the Association of Life Insur- 
ance Presidents. Then, there is the 
factor of reserve, the trusteeship ideal, 
the freedom from forced liquidation and 
finally the stabilizing influence that 
American life insurance has exerted 
upon the entire nation. We should not 
be concerned because the return on life 
insurance as an investment is no higher 
than it is. If the return should get too 
high then that would be an occasion for 
concern.” 

Greatest Era Is Ahead 


The greatest era in life insurance and 
annuities lies ahead, Mr. Stevenson said. 
At the same time he deplored any ten- 
dency for life agents to specialize in 
annuities to the exclusion of their life 
insurance business, pointing out that it 
is desirable not only from the agent's 
point of view but from the company’s 
Standpoint that a certain balance be- 
tween life insurance and annuities 
should be maintained. Annuities are 
particularly valuable now to compensate 
tor the lower investment return to many 
persons who have no other source of 
income than their securities, Mr. Ste- 
venson said. For example, a woman 
whose investment had greatly shrunk in 
value and _ yield, could sell out even at 
today’s prices, buy an annuity and if she 
Were sufficiently advanced in age, still 
be able to receive the same annual in- 
come as she did when her investments 
were at par. 

(CONTINUED ON LAST PAGE) 





Faith in Selling Methods 





Public Must Be Convinced in Buying Life Insurance 
That the Indemnity Is Secure and the 
Policy Fits the Case 





By C. M. CARTWRIGHT 


Last week I took occasion to call at- 
tention to the rapidly growing tendency 
of the life insurance buying public to 
scrutinize more carefully the background, 
financial structure and management of 
the companies. This is due, of course, 
to the publicity and the fact that life in- 
surance news these days is spot news for 
the daily papers where there is anything 
of a sensational or unusual character. 
People are being far more selective and 
are seeking to learn whether the man- 
agenient can be trusted. If it is found 
that officials are extracting from a com- 
pany more than they should and are 
using it largely for mercenary gain, 
people are drawing away from such in- 
stitutions. 


Selection as to Insurance Papers 


This is a day of discrimination and se- 
lection in many ways. We are going 
through the fire and many of the im- 
purities are being removed. And while 
we are on the selection subject, we might 
as well acknowledge that the insurance 
papers themselves must justify their ex- 
istence. The useless publications, those 
that have a meager circulation and have 
no function except to live on the support 
of companies, and rendering but little 
or no service, will be weeded out. 

There is another well defined tendency 
of the times and that is a new attitude 
toward life insurance salesmanship. This 
may be due in part to the very selective 
process that is going around among 
policyholders. 


Change in Salesmanship Methods 


The high pressure salesman, the man 
with dominating personality, who could 
crash through the gates and bag his prey 
without much difficulty, is having a very 
difficult time. People succumbed to that 
sort of salesmanship because they felt 
that with any legal reserve life company 
the insurance they were buying was 
worth the money they spent for it and 
that the company and the policy sug- 
gested were safe enough. Therefore, if 
they were in a mood to buy insurance 
and a high powered salesman caught 
them they did not hesitate to sign on 
the dotted line. 


Want Value Received 


In these days people have not the 
money to pay for shoddy goods. They 
want every dollar to mean something 
and it must buy worthwhile service or 
products. Inasmuch as they now see 
that all legal reserve life companies are 
not of the same texture, they desire to 
piay safe. That does not mean that 
mere bigness overshadows every other 
characteristic. There are plenty of me- 
dium sized and small companies that are 
very substantial and whose management 
can be commended in the very highest 
manner. 

The life agent today must know his 
company thoroughly and believe in it. 
He must be able to dissect it and ana- 








lyze it. He must be able to answer 
pertinent and impertinent questions con- 
cerning the officials and management. 
He must know the temper and moral 
fiber of the commanding officers. He 
must know whether they are getting 
more out of the company than they are 
entitled. 
Want to Go Behind the Returns 


In other words, they must know what 
the motive of the management is and 
what are its aims and ideals. This means 
sitting down with a prospect, talking to 
him deliberately and intelligently. The 
chap who is on the run and aims to 
catch as many people as he can with a 
lightning canvass will find the picking 
rather barren. 

The people are becoming life insur- 
ance minded but in a way that they have 
not before. They believe in legal re- 
serve life insurance and in the institu- 
tion of life insurance but they want to 
know just how life insurance is going 
to work out their program and fit in 
with their scheme of things and they 
want to know whether this program is 
going to be carried out without a hitch. 
Furthermore they want to be convinced 
that the funds of the company in which 
they are insured are regarded as a trust 
and not as a fund for speculation or ex- 
ploitation. 


Should Inspire Confidence 


The agent of today who is making 
good is the man who is the master of 
his business in that he can present it 
intelligently, one who has imagination 
and has the ability to put himself in the 
place of the prospect and advise in a 
logical way. This means perhaps that 
the agent will have a fewer number of 
prospects but he will endeavor to de- 
velop in them a feeling of the utmost 
confidence. He must tell the truth and 
be able to inspire faith in himself and 
that faith must not be impaired. 

To put it in a word or two, people 
will not respond to trick salesmanship, 
ambiguous statements, big talk. In the 
first place, the agent must be competent 
to analyze the financial situation of his 
company, to prove the integrity and sin- 
cerity of the management and then he 
must be a forthright man himself so 
that what he recommends will be on the 
square and will be a program that is well 
suited to his prospect. The main in- 
gredient in life insurance selling in the 
future will be confidence in the sales- 
man. 


Would Limit Officials’ Salaries 


LINCOLN, NEB., Jan. 26—A bill 
has been introduced in the legislature 
limiting to $5,000, save where directors 
vote up to $7,500, the salaries of officers 
of domestic companies with less than 
$1,000,000 in force, and to $15,000 where 
amount in force exceeds that figure. 








R. F. C. Loans Are 
Problem in Field 


Many Agents Interpret the Bor- 
rowing as An Evidence 
of Weakness 


NEED PROPER ATTITUDE 


Policy Loan Demand Increases After 
Reconstruction Corporation Bor- 
rowing Is Publicized 


The question of Reconstruction Fi- 
nance Corporation loans is still a dis- 
turbing factor in the life insurance field, 
despite efforts of executives to cause the 
proper emphasis to be placed on these 
accommodations. Many agents of com- 
peting companies cite these loans as 
evidence of weakness and many com- 
panies which receive loans get a sharp 
increase in demand for policy loans after 
the fact of their borrowing is published. 
Some companies have issued statements 
that they have not borrowed, the infer- 
ence being that those companies which 
have done so are not in the same class. 
Even where a statement of this kind 
takes pains to say that such borrowing 
is in no way discreditable, the issue ig 
projected. 


Seen as Growing Factor 


It seems likely that the use of the 
Reconstruction Corporation by life com- 
panies will continue and may increase. 
For that reason, many executives feel 
that the business should adopt a proper 
attitude in this connection. All com- 
panies, undoubtedly, are benefiting 
either directly or indirectly by the Re- 
construction Corporation. Loans have 
helped railroads to meet interest pay- 
ments on bonds and in some cases to 
provide money for refunding. This helps 
the position of the railroad bonds in the 
life insurance company portfolios. The 
Reconstruction Corporation has made 
loans to municipalities, partially to pre- 
serve their credit. This reacts favor- 
ably upon municipal bonds, which life 
companies hold. 


Like Federal Reserve 


The R. F. C. may be regarded, so far 
as life companies are concerned, as 
somewhat in the same light as the fed- 
eral reserve banks, so far as banking 
institutions are concerned. The redis- 
count facilities of the federal reserve 
banks are used in time of need without 
reflecting anything but the good judg- 
ment of the bank. Likewise, many life 
insurance companies are “rediscounting” 
long term securities with the Recon- 
struction Corporation, rather than sell 
those securities on the open market at 
a loss. 

If the attitude of the business is that 
borrowing from the Reconstruction Cor- 
poration is an indication of weakness, 
then the companies will not derive bene- 
fits from such borrowing, but will be 

(CONTINUED ON LAST PAGE) 
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President A. F. Hall Makes 
Some Comment on Conditions 





POINTS OUT DEVELOPMENTS 





Head of Lincoln National Life Makes 
Some Observations on Its 
Annual Report 





President A. F. Hall of the Lincoln 
National Life in his annual report said 
that the amount of insurance in force of 
all companies is $103,000,000,000 on the 
lives of 65,000,000 policyholders. The 
Lincoln National has doubled its insur- 
ance in force in the last seven years. 
New business of all companies decreased 
23.7 percent last year. The Reconstruc- 
tion Finance Corporation, he said, has 
loaned $5,583,000 to life companies, only 
20 out of the 408 legal reserve compa- 
nies participating. He said that the Lin- 
coln National suffered a decrease in new 
business and insurance in force along 
with other companies. He said that the 
company during each of the three years 
has bettered its position and is now bet- 
ter prepared to meet the continuation of 
the present economic situation. 


Has Not Had to Borrow 


The company has no bank or other 
loans of any character. It has never 
deferred a request for policy loan or 
cash surrender. The income of the Lin- 
coln National last year was $24,000,000 
and this was 50 percent more than re- 
quired to meet payments to policyhold- 
ers and beneficiaries. It paid benefi- 
ciaries $8,500,190 and $8,300,000 went to 
living policyholders. The company has 
cash and securities that can be turned 
into cash in a few days amounting to 
$6,000,000. The mortgage loan account 
decreased last year $2,300,000. Nearly 
$3,000,000 in mortgage loans were paid 
off, Vice-President F. B. Mead reported. 


Property Account Increased 


The property account increased from 
$4,170,000 to $5,870,000 but he says this 
does not give the management deep 
concern. The Lincoln National he said 
is not making foreclosures if the owner 
can pay taxés and interest with reason- 
able promptness. President Hall said 
that practically all the foreclosures have 
been on farms. It has already disposed 
of the poorest of these and absorbed a 
loss of $626,000. The foreclosures which 
it is making at present are largely on 
city properties. He said it has been the 
experience in the past that these sold 
for more than the amount invested in 
them. Mr. Hall said that the Lincoln 
National has about 1,800 stockholders. 
Its 35 directors own slightly less than 
34 percent of the stock. He said that no 
one man or group can control the com- 


pany. 


F. B. Relyea, assistant actuary of the 
Bankers Life of Des Moines, who has 
been confined to a hospital since before 
Christmas, has shown marked improve- 
ment recently. 





Much Interest 


Shown 1n Life 


Companies’ Statement Figures 





The annual statements of life compa- 
nies are being watched with unusual in- 
terest this year. 

The Massachusetts Mutual Life makes 
its annual report in a style that can be 
easily understood by the public. That 
is, under each item in assets and liabil- 
ities, an explanation of two or three 
sentences is included. The company re- 
ports assets $449,621,073, including mort- 
gage loans, $188,610,305; policy loans 
$98,805,693; premiums due and unpaid 
semi-annual and quarterly instalments 
$12,483,744; bonds and stocks $124,530,- 
937; real estate $14,835,268; cash $9,460,- 
245. 

The policyholders’ reserve amounts to 
$350,884,161; policyholders’ funds $68,- 
634,330; reserve for dividends $6,496,- 
728; surplus $18,060,292; investment de- 
preciation reserve $2,289,258. 

Premiums amounted to $67,731,020 
and total income $107,892,286. Total 
disbursements amounted to $87,540,164, 
including death claims of $16,489,583; 
matured endowments $1,748,109; dis- 
ability, $1,050,559; surrender values $26,- 
762,426; dividends $14,630,393. 

_ New insurance sold was $158,839,725, 
insurance in force $2,071,447,713; mortal- 
ity 5414 percent; expense ratio 13.7 per- 
cent; average annual yield on total in- 
vested assets 5.4 percent gross, 5.01 per- 
cent net; increase in total assets, $22,- 
722,036. 

Connecticut Mutual Life 


The Connecticut Mutual reports re- 
sults, which closely approximate those 
of the previous year in spite of adverse 
conditions. The total premium income 
last year was $32,784,003, as compared 
with $33,526,075 for 1981. Total income 
in 1932 amounted to $44,952,271, com- 
pared with $44,960,484 in 1931. 

New insurance paid for in 1932 was 
$102,173,481, a decrease of 6.5 percent. 
Total insurance in force dropped to 
$950,563,996, a decrease of 1.7 percent. 

The total benefits to policyholders 
and beneficiaries for the year amounted 
to $28,970,291.09, which is more than in 
any previous year. Assets increased 
from $210,124,399 in 1931 to $218,806,307 
in 1932. Of the bond holdings $10,183,- 
088 are in U. S. government bonds and 
$68,309,847 in other bonds. Mortgage 
loans were $59,535,495, and policy loans 
$44,566,918. 

Assets amounted to $218,806,307, in- 
crease $8,681,908; reserve $174,822,964; 
surplus $9,118,782, increase $85,433. 

The mortality ratio was 58.37 percent 
as compared with 55.04 percent in 1931. 
Losses due to violent deaths now 
amount to about 22 percent of death 
claim settlements as against 16.5 per- 
cent from 1927-31. 

About 40 percent of new business in 
1932 was on old policyholders. 

The Protective Life of Birmingham 





reports assets $7,904,993, insurance in 
force $58,312,346, surplus $692,456, pre- 
mium income $1,473,564, total income 
$1,893,308. Mortality was less than in 
1931. President Sam F. Clabaugh states 
that the Protective Life stands among 
the first companies in the country in 
point of ratio of assets to liabilities. 


Columbus Mutual Life 


The Columbus Mutual Life reports 
assets, $22,154,845, including first mort- 
gage loans $13,969,348; U. S. govern- 
ment bonds $503,014; county, municipal 
and other bonds $538,433; real estate 
$1,526,804; loans to policyholders $4,054,- 
§29; due and accrued interest and rents 
$589,479; due and deferred premiums 
$547,996; cash $279,438. 

The premium reserve of the Colum- 

bus Mutual amounts to $17,339,939; di- 
vidends left to accumulate $1,423,201; 
taxes and other liabilities $830,145; spe- 
cial fund for dividends $467,499; invest- 
ment fluctuation fund $150,000; capital 
$500,000; net surplus $1,345,822. 
_ The Columbus Mutual showed gains 
in insurance in force, assets and surplus 
to policyholders, as compared with three 
years ago. Its total insurance in force 
is now $135,400,000. 

The Columbus Mutual has paid in the 
aggregate more than three times as 
much to living policyholders as in death 
claims. Its mortality experience dur- 
ing 1932 was 49.3 percent. Death claims 
were paid beneficiaries of 271 policyhold- 
ers in the amount of $817,000. Twenty- 
eight policyholders died within 12 
months after taking insurance. 

At the annual meeting, Vice-President 
and Treasurer S. A. Hoskins reported 
that the company increased its percen- 
tage of assets invested in bonds during 
the year and its cash. Total income 
during 1932 was $6,220,872 and dis- 
bursements $5,273,349. Total paid for 
new business in 1932 was $15,762,770. 

The Columbus Mutual this year is 
celebrating its silver anniversary. 


Midland Mutual Life 


The Midland Mutual Life of Colum- 
bus, O., reports assets of $21,532,867, 
including cash $316,538; United States 
government bonds $1,175,527; bonds of 
municipalities and other governmental 
agencies, none of which is in default, 
$528,611; loans with United States bonds 
as collateral $38,000; mortgage loans 
$13,675,795; policy loans $4,104,401; pre- 
mium notes $356,417; real estate, re- 
duced to sound values, $573,254; net de- 
ferred and unreported premiums $458,- 
481; accrued interest and rents $323,234. 

The company’s reserve is $17,455,631; 
policyholders funds left with company 
$1,284,198; capital $300,000; surplus and 
contingency fund $1,391,942. 

Actual surplus of the Midland Mutual 

(CONTINUED ON PAGE 12) 














FIGURES FROM DECEMBER 33, 1932, STATEMENTS 


LIFE COMPANIES 























Change Prem. Total Benefits Total 
Total Inc. in New Bus. Ins. in Force in Ins. Income Income Paid Disburse. 
Assets Assets Surplus 1932 Dec. 31, 1932 In Force 1932 1932 1932 1932 
$ $ 3 $ $ $ $ $ $ 

American Life..........++ 18,165,284 791,618 500.000 7,133,544 135,917,913—10,121,813 3,688,767 7,066,016 4,844,477 6,569,241 
Bankers Life, Nebd........ 41,619,738 339,450 2,688,562 8,042,069 84,242,085 —6,167,960 2,198,646 3,930,236 2,374,889 3,275,596 
Columbia Life, O.......... 4,710,698 89,560 214,389 3,895,127 32,569,353 —790,010 656,193 1,161,603 790,010 1,097,910 
Equitable, Ta. .........0+. 129,999,383 1,183,979 1,882,959 62,355,598 609,009,569—39,756,049 19,000,779 27,333,771 19,235,737 27,716,762 
Great American, Kan...... 1,676,560 85,541 176,585 1,374,288 8,241,033 —2,163,165 266,664 390,486 227,003 357,687 
Home Life, N. Y.........+ 79,985,127 $35,875 3,181,239 33,888,931 $82,267,766—22,222,825 11,220,424 16,484,487 12,108,817 15,519,555 
Imperial Life, Can........ 67,465,960 1,318,207 4,364,975 21,620,032 291,380,798—10,086,328 10,197,344 14,307,711 8,971,333 13,100,730 
Lincoln Liberty, Neb...... 4,134,881 466,383 386,385 5,773,000 23,664,000 —571,000 1,035,525 1,267,433 435,651 808,865 
Midland Mutual Life...... 21,532,868 105,144 1,391,942 10,812,109 106,600,592 —5,251,363 3,556,097 4,953,100 3,485,340 4,860,379 
Midwest Life, Neb......... 4,882,486 230,279 208,395 %1,950,576 21,773,714 —2,249,840 637,207 1,029,563 522,470 758,835 
Mutual Life, Can.......... 132,198,393 6,350,264 5,357,524 44,038,582 517,967,974 4,588,037 18,571,015 27,520,697 17,146,547 21,736,494 
Natl. Fidelity, Mo. 4 5,193,684 101,236 75,857 4,503,092 34,411,836 —842,233 1,931,484 1,445,686 685,293 1,316,166 
National Life, Can 11,433,390 275,801 315,052 7,214,119 59,094,035 —1,496,576 1,591,203 2,261,267 1,403,784 2,056,134 
National Thrift, Neb...... 205,259 87,647 35,868 148,323 582,967 204,706 131,206 137,629 4,412 68,041 
Northwestern Natl., Minn.. 47,114,790 1,194,462 3,089,372 74,348,835 $61,719,432 1,495,486 8,740,489 12,107,639 7,705,146 11,097,783 
Ohio National ........++++ 18,383,913 —48,318 600,000 9,757,333 98,481,064—14,875,429 3,070,119 4,181,595 2,891,238 4,173,441 
Reserve Loan ......+.ss6+ 11,427,647 —638,371 607,465 12,256,068 63,513,889—11,487,022 1,733,239 2,665,048 2,242,358 3,072,767 
State Reserve, Tex........ 668,274 47,790 68,197 1,826,943 9,210,921 66,855 183,433 223,430 99,237 182,170 
United Fidelity, Tex....... 3,210,050 64,584 144,044 8,694,620 30,355,928 —4,018,755 804,260 1,026,250 664,236 942,380 


tContingency reserve $1,200,000. 
tSpecial reserves $75,000. 





Assets’ Decline in Common 
Sense Portfolio Not Fatal 


BEHRENS GIVES ASSURANCE 
Those Who Get in Trouble, as Alibi, 
Blame External Factors, Conti- 
nental Assurance Head Says 





“No insurance company of any sort 
has ever failed by reason of the shrink- 
age of its investments where the invest- 
ment portfolio has been built along com- 
mon sense lines.” 

This statement was made by Herman 
A. Behrens, president of the Continental 
Casualty and Continental Assurance, in 
the first of a series of ten lectures for 
agents and brokers, being conducted in 
Chicago by the Continental companies, 
Mr. Behrens’ address was concerned 
largely with casualty insurance matters. 


Blame External Factors 


People, Mr. Behrens said, are not will- 
ing to admit that utter failure on their 
part is due to things within their con- 
trol. There is always an alibi, therefore, 
certain external factors being blamed 
for the downfall. Today, he said, when 
an insurance company gets into finan- 
cial trouble, the tremendous shrinkage 
in the value of its securities is empha- 
sized. Where the shrinkage of security 
values has been responsible for financial 
trouble, according to Mr. Behrens, it has 
been because that company has not fol- 
lowed the old fashioned, common sense 
plan of sticking to sound, diversified in- 
vestments along orthodox lines, Com- 
panies whose portfolios have been built 
along sound lines and yet are in trou- 
ble, have become involved because of 
their insurance practices, he said. 

The first step in building an insurance 
company portfolio, according to Mr. 
Behrens, is to give attention to liquidity 
and diversification so as to enable the 
company to perform the functions which 
its business demand. His illustration 
was of a casualty company setup. 

Theory of Averages 

The theory of averages must be ap- 
plied to investments, he said. Invest- 
ments should be made in the best of se- 
curities, of as many as possible sound 
industries and as to years of maturity, 
geographical location, etc. 

The amortization of bonds, according 
to Mr. Behrens, is not primarily to over- 
state values, but to state the value cor- 
rectly in relation to the liability which 
it offsets. Amortization prevents in 
times of speculatively high bond prices 
the inclusion in the statement of bonds 
at a market value far in excess of their 
value as a counter balance to liabilities. 
Only sound bonds and those not in de- 
fault as to principal or interest can have 
an amortized value. The amortized 
basis takes into account original cost and 
rate of interest. 

Preferred Stocks 

Mr. Behrens analyzed preferred 
stocks. He pointed out they differ from 
bonds in that they have no fixed ma- 
turity date although there may be pro- 
vided a fixed price at which they may 
be called for payment. Secondly, fail- 
ure to pay dividends on preferred stocks 
does not require the companies to 8° 
into receivership. The dividend pay- 
ments, however, usually become cumula- 
tive, through a prior lien liability. Many 
of these preferred and guaranteed stocks, 
he said, are among the soundest fixed 
income investments. They are sounder 
than many bonds. Since only the very 
strongest corporations have been able 
to market preferred stocks, the premier 
stocks of this character are the prior 
lien obligations of the strongest cor 
porations. Mr. Behrens expressed the 
belief that this class of preferred and 
guaranteed stocks has no relation to the 
problem of valuation of common stocks. 
Guaranteed stocks should be valued s° 
far as possible on the same basis 3S 
the sound bonds. 
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Conditions Demand 
More Persistency 


Engelsman Urges at Least Ten 
Attempts to Close 
Sales 


GIVES TELEPHONE PLAN 


Bragg Says Getting Full Day’s Work 
Out of Himself Is Agent’s 
Problem 


NEW YORK, Jan. 26.—In the face of 
today’s selling conditions, agents should 
be prepared to make at least ten at- 
tempts to close each case if that many 
are necessary, Ralph G. Engelsman, 
general agent Penn Mutual Life, de- 
clared in his address in the New York 
City Life Underwriters Association's 
lecture series. Persistency and a certain 
amount of pressure are necessary to 
close cases today, he said. 

“Underwriters have to fight harder 
than ever before for business,” Mr. En- 
gelsman said. “The prospect will dodge 
if you give him a chance, but the agent 
should hang on if he knows he is right. 
One of our prospects admitted he needed 
more life insurance but then he couldn't 
take it because he had just bought a 
piano for his family, and the installment 
would interfere with his paying for the 
policy. Do you think we let him get 
away with any such excuse as that? 


Stayed Five Hours 


“On another case the agent stayed 
right with the prospect for five hours. 
He had brea'fast with him, talked with 
him all morning, went out to lunch with 
him and finally got his signature on the 
application. He knew the man could pay 
for it and needed it and he hung on until 
he sold the policy.” 

In cold canvass work, Mr. Engelsman 
said he would prefer using the telephone 
to the usual method of turning door- 
knobs, although he said that even a 
stranger in town should soon develop 
enough contacts to make cold canvass- 
ing entirely unnecessary. He said he 
considered cold canvass of most value 
in getting a salesman out of a rut. His 
method of making telephone appoint- 
ments is to call the prospect, introduce 
himself and say that he has “some in- 
formation for you,” and will drop in to 
give it to him. If the prospect says he 
is not interested in life insurance, as he 
very likely will, Mr. Engelsman says, 
“Well, I'll stop in and exchange five 
minutes of my time for five minutes of 
your time and if I tell you the same 
thing that other life insurance agents 
have told you, then I'll leave. That’s 
fair, isn’t it?” About half of such calls 
result in an affirmative answer, the 
speaker said. When he gets there, he 
says, “If I were a doctor and were to 
give you a pill without inquiring any- 
thing about your condition, you would 
think I was a pretty poor doctor, 
wouldn’t you? And I wouldn’t be much 
of a life insurance salesman if I didn't 
ask you some questions before I told 
you what life insurance you need.” 


Urges Conservation 


_Mr. Engelsman urged the conserva- 
tion of policies even when heavily 
loaned. It is usually not necessary to 
make a change, he has found, and in 
Many cases it is possible to cover the 
loan with term insurance. Most of the 
Oans are small enough so they could 
be paid back in any one year under nor- 
mal business conditions. 

Mr. Engelsman drew an analogy be- 

(CONTINUED ON PAGE 11) 
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President B. I. Rapport 
Is Dead in Birmingham 








BEN I. RAPPORT 


Ben I. Rapport, president of the Old 
Republic Credit Life of Chicago, «died 
suddenly in Birmingham, Ala., Tuesday 
night from a heart attack. He had gone 
to Birmingham, being accompanied by 
Mrs. Rapport, to make a bid on the 
business of the Lincoln Reserve Life 
which had gone in the hands of a re- 
ceiver. Seemingly he had been success- 
ful in his endeavors as he wired Secre- 
tary N. Nelson, Jr., to go to Bir- 
mingham with the financial statement 
and other information for the receiver to 
back up the bid. He died after sending 
the telegram. Mr. Rapport was presi- 
dent of the Bankers Credit Life of Bir- 
mingham, which consolidated with the 





Manager Has Responsibility 
in Encouraging His Agents 





FRANK DAVIS GIVES VIEWS 





Educational Work Not All — Potential 
Million-dollar Producers May Be 
Lost by Lack of Sympathy 





It is not necessary to understand the 
anatomy of a bumble-bee to feel its 
sting, Vice-president F. H. Davis of the 
Penn Mutual told the Life Managers’ 
Association of New York City at a meet- 
ing. Similarly, agents and managers in 
life insurance know that at a time when 
people need more life insurance than be- 
fore they have less money with which to 
buy it. 

This is one effect of the depression, 
whatever the cause, he said. Present 
conditions have put so much of a bur- 
den on agents in trying to conserve busi- 
ness, arrange for loans, etc., that they 
have not put enough time in selling. 
Many agents have fallen into a “service 
rut,” and think they have no time for 
selling. 

“We all recognize,” Mr. Davis said, 
“that inability to meet changed condi- 
tions is one of the most fruitful sources 
of business failure. This is true in the 
life insurance business as in any other 
business, and it may be even more true 
in the future than in the past. 

“At the same time, while superficial 
things have changed, fundamentals have 

(CONTINUED ON PAGE 11) 


Old Republic Life of Chicago in August 
1931. Prior to organizing the Bankers 
Credit Life Mr. Rapport was production 
manager for the Lincoln Reserve. The 
funeral will be held in Birmingham Fri- 
day of this week. Beside Mrs. Rapport 
six children survive. 











pledged. 


pledging work purely as 


response of the people. 


insurance salesman. 


“Renovize’ 


Philadelphia, among other cities, 
More than $15,000,000 of renovizing money has been 
Results will be: 
in unemployment and its misery, and worthwhile 
savings to the renovizers, very many of whom are 


service to their unfortunate fellow citizens. 
projects are made successful through the brains, 
energy, and heartbeats of their leaders, and the eager 
Life underwriters— true to 
their tradition—are efficiently cooperating, as they 
did in wartime’s Liberty Loan drives. 


**Renovize”’ is also a good plea today for the life 
Hundreds of thousands of life 
insurance estates are badly run down. 
families need the insurance, their businesses need it, 
and their own later years make an insistent call to 
get those retirement incomes back on the track. 
‘*Renovize’’ life insurance estates, and— ‘‘renovize”’ 
the income of life underwriters! 


is renovizing. 


A measurable reduction 


patriotic 
Such 


a sympathetic, 


Their owners’ 





Independence Square 





THE PENN MUTUAL LIFE INSURANCE COMPANY 


WM. A. LAW, President 


PHILADELPHIA 




















Depression Helps 
Life Underwriter 


Develops New Reasons for Buying 
Noted 
Economist Says 


Life Insurance, 


CITES SOME ARGUMENTS 


Professor Bailey of Travelers Addresses 
Philadelphia Association—Even 
Unemployment an Aid 


All salesmen are laboring under dif- 


ficulties these days, because prospects 


have less and are reluctant to 


part with it, 
underwriters are in much more fortunate 


money 
but in many respects life 


position, Prof. W. B. Bailey, economist 
told the Philadelphia 
Life Underwriters. 

These advantages are the new reasons 


Travelers, Asso- 


ciation of 


for buying life insurance and the added 
strength which have been given to the 


old arguments for life insurance by 
events of the past few years. Among 
these are: 

1. The increased federal estate tax, 
which has greatly increased the tax lia- 
bility of many wealthy men and has 
increased the number of men whose 
estates would be liable to heavy taxa- 


tion, so that even men who previously 
bought life insurance to cover inheri- 
tance taxes need more, and many men 
who considered their estates exempt 
now are subject to the tax and need life 
insurance. 


Income Tax Helps Sales 


2. Increased income taxes. Authori- 
ties on income taxes claim it is possible 
for wealthy men to reduce taxable. in- 
come by investing part of capital in a 
single premium policy. 

3. Unemployment is proving to be a 
strong argument for life insurance. Un- 
employment has reduced the number of 
those able to buy life insurance, but 
has made those who are employed more 
anxious for this protection. Their es- 
tates have shrunk in value; there may be 
mortgages. Thousands of men who con- 
sidered themselves above the need for 
life insurance in 1928 or 1929, are dis- 
covering that it offers the quickest and 
most certain way of replacing shrinkage 
in income from security holdings on 
which they previously depended to take 
care of their families in case of their 
death and themselves after retirement. 

“The high-salaried man or the suc- 
cessful professional man no longer high- 
hats the life insurance salesman,” Dr. 
Bailey said. “They have discovered that 
few men ever become so big that they 
no longer need the help which life in- 
surance can give them.” 

Effect of Securities Slump 


The continued decline in security 
prices has been a severe handicap to 
most salesmen, but far less to life un- 
derwriters than other salesmen. It has 
made prospects out of people who were 
not interested in life insurance four 
years ago. Single premium and annu- 
ity premiums constitute close to 50 per- 
cent of first year premium income of 
some of the larger life companies. The 
past 12 months, Travelers representa- 
tives have written a larger number of 
single premium annuities than in any 
previous year of the company’s history. 

Dr. Bailey said some insurance men 
have regarded the rising popularity of 
annuities as merely a depression phe- 
nomenon, but there is reason to believe 
that this is the start of a definite tide 
likely to run in this direction for years, 

(CONTINUED ON PAGE 11) 
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Expect Central States Life 
Will Now Be Reorganized 





DEPARTMENT MAN REMOVED 





Expected That Financial Interests Will 
Get Back of the Company 
Feb. 14 





ST. LOUIS, Jan. 26.—Control of the 
Central States Life of St. Louis is ex- 
pected to pass into the hands of strong 
financial and insurance interests at the 
annual meeting Feb. 14. For several 
days A. C. Good, an examiner for the 
Missouri department, was representing 
Superintendent Thompson in the man- 
agement of the company. He was with- 
drawn Tuesday. 

In recent months the Central States 
Life, like some other companies, has 
experienced very excessive demands for 
policy loans and cash surrenders and at 
times has been forced to borrow to raise 
needed cash. It is understood to have 
borrowed $1,000,000 from the Recon- 
struction Finance Corporation and an 
additional $1,000,000 from banks. It has 
also been hampered in St. Louis and 
elsewhere by some untimely gossip con- 
cerning its internal affairs. 

Financial Condition a Year Ago 


At the close of 1931 the company had 
assets of $18,123,210, net reserves of 
$15,032,660 and $122,289,083 insurance in 
force. It has $400,000 capital and closed 
1931 with $1,272,701 capital and surplus. 
Its complete official statement as of 
Dec. 31, 1932, has not yet been released. 

Stock control has been held by Presi- 
dent J. A. McVoy and Vice-president 
George Graham, It has 80,000 shares of 
stock outstanding. Mr. McVoy is said 
to hold 30,105 shares while Mr. Gra- 
ham’s holdings have been listed at 16,- 
000 shares. However, much of this stock 





is said to be up as collateral for per- 
sonal loans to the officers obtained from 
various banks and life companies and 
it is reported these concerns will be 
interested in the reorganization to be 
effected on Feb, 14. 

Commissioners Attended Conference 


In recent weeks several conferences 
have been held in St. Louis between 
the representatives of the concerns that 
have made loans on the stock of the Cen- 
tral States officers to discuss plans for 
reorganization. Superintendent Thomp- 
son and other insurance commissioners 
have attended and it is reported they 
agreed to the contemplated plans. It 
is anticipated that several changes will 
be made on the board. In some quar- 
ters it has been rumored that Mr. Gra- 
ham may be put in control. 

Under the contemplated reorganiza- 
tion the company will be assured of a 
continuation of capable administration 
and strong financial support if needed 
and, unless the approved setup has been 
very seriously interfered with by some 
untimely local publicity and gossip in- 
cident to Superintendent Thompson’s 
action in detailing Examiner Good to 
represent him in the management, there 
is at present no necessity for any con- 
sideration of reinsuring, since its insur- 
ance account is in good shape and the 
company is financially sound, although 
at times pressed for cash and also some 
of its mortgage loans are too large for 
a company of its size. 

Loans by Other Companies 


A number of life insurance companies 
hold stock of the Central States Life 
for loans made. The Missouri State 
owned 25,000 shares, which were trans- 
ferred to the Kansas City Life on a 
loan of $218,000. The American Cen- 
tral owns 1,600 shares for a loan of 
$42,520. The Lincoln National owns 
1,600 for a loan of $32,000. The Peo- 
ples Life of Indiana owns 1,700 for a 
loan of $25,000. The Southland Life 
owns 3,174 shares for a loan of $53,000. 


— -—_ 











Comparative Data Given on 1932 | 
New Paid and Business in Force| 





(The figures for 1932 business and insurance in force are estimates, Final figures 
will be published later.) 


New 1932 

Paid Bus. 

Acacia Mutual Life.......... $ 36,031,987 
BOUTS TATE occcccccceces 21,876,785 
Fidelity Mutual Life......... 33,178,544 
Great American Life, Kan... 1,147,894 
Imperial Life, Can.......... 21,620,032 
a Saree 90,765,971 
National Fidelity Life....... 4,503,092 
Ss ws we vedees oes 9,757,333 
Security Mutual Life, Neb... 3,858,010 
United Fidelity Life, Tex.... 8,694,620 
United Benefit Life, Neb..... 36,249,558 
3,703,430 


Union Mutual Life, Me...... 


*Includes $33,730,563 reinsurance. 


Gain or Gain or 

New 1931 Loss in Loss in 
Paid Bus. Force, 1932 Force, 1931 
$ 37,712,418 $ 9,957,940 —$5,322,33) 
27,660,231 —8,335,263 2,967,255 
41,167,782 —20,668,609 —984,298 
2,815,757 — 2,163,165 —102,939 
25,931,740 —10,086,328 534,923 
97,270,929 —13,544,835 12,579,761 
3,713,822 —842,233 — 2,307,996 
*47,449,62 —14,875,429 28,243,352 
5,946,413 —1,800,000 749,000 
10,450,149 —4,018,755 3,981,217 
36,019,676 —2,996,374 19,149,261 
5,626,645 —7,360,968 —3,207,212 








The First National Bank of St. Louis 
owns 4,300 shares for a loan of $100,000. 
The Reconstruction Finance Corpora- 
tion loaned $1,000,000 on securities val- 
ued at $1,800,000. 

Examiner Good Withdrawn 


In withdrawing Examiner Good who 
had been representing the department 
in the management of the company, Su- 
perintendent J. B. Thompson said he 
had «eceived assurances from the board 
that neither the board nor any of the of- 
ficers would take action looking toward 
a major change prior to the annual 
meeting on Feb. 14. Plans for a re- 
organization at the annual meeting have 
been perfected. The company evidently 
will be in sound financial condition so 
there is no necessity for the departmentai 
participation in its administration. 


R. F. C. Reports Insurance Loans 


WASHINGTON, Jan. 26.—The Re- 
construction Finance Corporation au- 
thorized 131 loans aggregating $83,048,- 





931 to 101 insurance companies in 1939, 
a report made public this week shows, 

Of the amount authorized, it was 
stated, $3,122,883 had been canceled or 
withdrawn, $11,888,429 remained at the 
disposal of borrowers and $68,037,618 
had been disbursed to them, of which 
$5,588,738 had been repaid. After in- 
creasing from six in October to 11 in 
November, the number of applications 
received from insurance companies last 
month dropped to nine. 


Stamm Milwaukee President 


Victor M. Stamm, home office general 
agent Northwestern Mutual Life, has 
been elected president of the General 
Agents & Managers Association of Mil- 
waukee to succeed A. W. Heald, Provi- 
dent Mutual Life. Elmer L. Carson, 
Equitable Life of New York, vice-presi- 
dent; F. T. Johnson, Bankers Life of 
Iowa, second vice-president; R. A. Hol- 
venstot, Security Mutual, treasurer, and 
F. W. Engel, Franklin Life, secretary. 








SIXTY-FIFTH ANNUAL STATEMENT 


NATIONAL LIFE INSURANCE COMPANY OF THE UNITED STATES OF AMERICA 


JANUARY 1, 1933 


RESOURCES 


CASH IN OFFICE AND BANKS............. 
GOVERNMENT & MUNICIPAL BONDS...... 


OTHER BONDS 
Public Utilities 
Railroad 


STOCKS 


eee reece eee eeeesesesere 


(Values of Stocks and Bonds as Officially Fixed by National 


LD kecod 0s eeadadeaenenk te $ 760,536.74 
1,669,745.15 
$ 668,869.00 
803,344.00 
504,056.00 1,976,269.00 


4,963,461.00 


Convention of Insurance Commissioners for December 31, 1932) 


FIRST MORTGAGE LOANS 


(Less Allowance for Possible Adjustment). 


erty Worth $51,972,334.00) 
REAL ESTATE 


New Home Office Property........ 
Branch Home Office Properties..... 


Investments 


(Leased for long term periods to net 5% or better) 
_ Acquired Through Foreclosure...... 
(Includes properties sold under Contract of Sale) 


LOANS TO POLICYHOLDERS 
Secured by Policy Reserves) 


( 
INTEREST DUE AND ACCRUED............ 


(Less Reserves for Doubtful Items) 
DEFERRED PREMIUMS 


PREMIUMS IN COURSE OF COLLECTION. . 
ALL OTHER ASSETS LESS CREDIT BALANCES..................-.05. 


errr t ree ee eee eee eee eee ee | 


eee ee ee ee ee 


$15,220,268.99 


2,330,737.01 17,551,006.00 


(Secured by Prop- 
3,631,900.00 
996,768.85 
3,322,500.00 
3,298,027.19 
14,602,514.36 
610,859.28 
423,882.37 
778,825.99 
291,750.77 


$54,878,046.70 





OBLIGATIONS 


POLICY RESERVES 


$48,333,051.18 


(REQUIRED BY THE STATUTES OF THE 35 STATES AND THE 
DISTRICT OF COLUMBIA IN WHICH THE COMPANY OpP- 


ERATES. THESE RESERVES, 


TOGETHER WITH THE PRE- 


MIUMS TO BE PAID, ARE MORE THAN SUFFICIENT TO MEET 
ALL FUTURE POLICY DEMANDS WHEN PAYABLE.) 


DEATH CLAIMS DUE AND UNPAID... 
TO PAY ALL CLAIMS NOW IN HOME OFFICE WITH INCOMPLETE 


PROOFS 


PRESENT VALUE OF DEATH, DISABILITY & OTHER CLAIMS PAYABLE 


IN INSTALLMENTS 


NONE 


180,346.66 
85,000.00 


1,310,440.99 
376,423.% 
225,280.66 
856,982.03 


ER 
$51 367,525.48 


196,283.31 


CONTINGENT FUND SET ASIDE FOR POSSIBLE INVEST- 


MENT ADJUSTMENTS 
CAPITAL STOCK 
SURPLUS 


TOTAL CAPITAL, SURPLUS AND CONTINGENT FUNDS IN EXCESS 


OF OBLIGATIONS 


$1,700,000.00 
1,000,000.00 


614,237.91 3,314,237.9 


Pecateanenee 

3,510,521.22 
ic eoeemoeaaiall 
$54,878,046.70 


NATIONAL LIFE INSURANCE COMPANY OF THE UNITED STATES OF AMERICA 
ESTABLISHED 1868 


ROBERT D. LAY 
President 


A FINE OLD COMPANY FOR AMBITIOUS YOUNG MEN 


WALTER E. WEBB 
Executive Vice-President 
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A Goop REPORT 


for the Thousands of Members of 
this Mutual Company 


T THE END of the 
third year of the 
depression the New 
England Mutual Life 
Insurance Company 
reports that it has 
easily met every claim and call during 
these years of stress and storm with- 
out borrowing a dollar or having to 
sell a single security. 

Throughout this period the institu- 
tion of life insurance has proved itself 
one of America’s greatest economic 
assets. 

Three factors, not available as a 
whole to business generally or to 
the individual investor, contribute 





to the soundness of the life insurance 
structure: 

1. Uninterrupted cash income from 
renewal premiums and from interest 
on investments. 

2. Diversification of investments, 
carefully regulated by statute. 

3. A continuous trusteeship 
of funds invested in sound 
income-producing securities 
which can be held for maturity 
values. 





During its business life of 89 years 
this company has maintained an un- 
broken divideftd record. For many 
years every life and endowment pol- 
icyholder has received an annual divi- 
dend larger than in the previous year. 

This dividend allotment is con- 
tinued without reduction for the year 
1933, as dividends have been fully 
earned during 1932. 


got 
ANNUAL STATEMENT 


December 31, 1932 
Restle « « « ¢ 0.4 8.0 © 6. 0 eee 
asbiieies «2 0 cttw sae 


Surplus of Assets over Liabilities $ 30,673,420 


Dividends voted for 
full year 1933. . . $11,350,000 


Special Investment 
Fluctuation Fund . 3,000,000 
$ 14,350,000 


Net Surplus . .. . « « + .$ 16,323,420 


Payments to Policyholders 
rewire, COU 
Insurance purchased in 1932 111,580,081 
Insurance in force, Decem- 
ber 31, 1932 . . . « « 1,279,660,792 


Complete report mailed upon request. 


GEORGE WILLARD SMITH, President 


New ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 


Edgar C. Fowler, General Agent, First National Bank Building. 
Julius H. Meyer, General t, Continental Ill. Bank & Trust Co. pie "Ekicage 
E Salle 


H. G. Swanson, General 
H. Drew 


Lapp, General Agent, Citizens Building, 
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Public Utility Bonds. . 


Newsprint Company Bonds 
Realty Company Bonds. 


panies 


Mortgages 
Policy Loans 


Buildings) 


Railroad Bonds ............... 





86 years in business. 


New York. 


for 84 years. 


Dollar for dollar re- 
serves maintained 


the United. States. 


J 


~ | 





“A” RATING BY BESTS 














\ 


Diversification of 


Canada Life Assets 


The following table shows the diversification of the 
Company's assets as at the 31st December, 1932: 


% of Total 
Ledger Assets 








Cash, Government and Municipal Bonds, 
Canada, United States and Great Britain 28.1% 
Other Government Bonds.............. 


Other Corporation Bonds.............. 
Preferred and Guaranteed Stocks 
Stocks of Canadian Banks and Trust Com- 


Real Estate (including the Company's 





100.0% 





TOTAL ASSETS OVER $215,000,000 


Life 


6 


Only seven other life Companies as old. 
44 years in the United States. 


Stands | 8th out of 300 Companies accord- 
ing to latest figures available (total assets.) 


One of only 51 Companies licensed 


Dividends paid to policyholders every year 


The Canada 


Assurance 


Company 

















| Decrease of 18% in 1932 ‘Total 
Life Sales, Ordinary Down 20% 





The Life Presidents Association com- 
panies experienced a “decline of 17.9 per- 
cent in new business in 1932, last year’s 
total being $9,104,425,000, compared with 
$11,085,003 ,000 in 1931. New ordinary 
showed a decrease of 19.9 percent, to- 
taling $6,017,000,000 in 1932, while in- 
dustrial decreased 11.4 percent, with a 
total of $2,477,267,000. Group totaled 
$627,121,000 in 1932, a decrease of 21.2 
percent. 

The Sales Research Bureau in its 
analysis of the 20 percent decrease it 
reported in ordinary life business in 1932, 
says that the west south central section 
and the New England and Pacific states 
had the best sectional experience. Sales 
were off 17 percent in the west south 
central and 19 percent in the New Eng- 
land and Pacific states. 

The Sales Research Bureau also re- 
ports that Boston sales were off 17 per- 
cent, Chicago 21 percent, Cleveland 20 
percent, Detroit 18 percent, New York 
23 percent and Philadelphia 19 percent 
in 1932. 

December was a bad month for pro- 
duction, showing a decrease of 33.6 per- 
cent for all classes of business, accord- 
ing to the Life Presidents, for a total 
of $741,920,000. New ordinary business 
decreased 31.2 percent, industrial 40.8 
percent and group 33 percent. Accord- 
ing .to the Sales Research Bureau, new 
ordinary business was off 33 percent in 
December. 

The Life Presidents Association’s 
analysis of sales by months and years 
follows: 


MONTHLY COMPARISONS FOR 1931 
AND 1932 


Ordinary Insurance 








1932 
Over 
Month 1931 193 1931 

Jan. $ 595,652,000 $ 615,376,000 3.3% 
Feb. 599,462,000 576,369,000 —3.9 
March’ 719,746,000 593,031,000 —17.8 
April 690,529,000 521,208,000 —24.5 
May 672,208,000 488,057,000 —27.4 
June 672,840,000 505,432,000 —24.9 
July 605,628,000 448,488,000 —25.9 
Aug. 546,599,000 444,056,000 —18.8 
Sept. 483,700,000 405,157,000 —16.2 
Oct. 563,423,000 433,499,000 —23.1 
Nov. 587,678,000 450,098,000 —23.4 
Dec. 754,209,000 519,246,000 —31.2 
$7,491,674,000 $6,000,017,000 —19.9 

Industrial Insurance 

Jan. $ 214,326,000 $ 217,552,000 1.5% 
Feb. 208'888.0 00 220,568,000 5.6 
March 3 246,663,000 251, "059, 000 1.8 
April 34,941,000 236,898,000 8 
May 236,293,000 222,956,000 —5.6 
June 250,658,000 213,298,000 —14.9 
July 253,228,000 206,641,000 —18.4 
Aug 246,908,000 196,340,000 —20.5 
Sept 199,218,000 174,156,000 —12.6 
Oct 213°931 000 198,053,000 —7.4 
Nov. 230,344,000 184,882,000 —-19.7 
Dec. 261,773,000 154,864,000 —40.8 





$2,797,165,000 $2,477,267,000 —11.4 
Group Insurance 


Jan. $ 78,363,000 $ 111,920,000 42.8% 
Feb. 103,587,000 35,122,000 —66.1 
March 61,919,000 45,574,000 —26.4 
April 99,069,000 64,884,000 —34.5 
May 71,845,000 49,114,000 —31.6 
June 81,647,000 50,606,000 —38.0 
July 46,186,000 36,984,000 —19.9 
Aug 45,944,000 28,979,000 —36.9 
Sept. 37,300,000 61,018,000 63.6 
Oct. 40,504,000 38,868,000 —4.0 
Nov. 28,595,000 36,262,000 26.8 
Dec. 101,205,000 67,810,000 —33.0 








$ 796,164,000 $ 627,141,000 —21.2 
Total Insurance 

Jan. $ 888,335,000 $ 944,848,000 6.4 
Feb. 911,937,000 832,059,000 —8.8 
March 1,028,328,000 889,664,000 —13.5 
April 1,024,539,000 822,990,000 —19.7 
May 980,346,000 760,127,000 —22.5 
769,336,000 —23.5 
5 

3 

1 

0 

7 


> 
aS 


June — 1,005,145,000 

July 905,042,000 692,113,000 —23.5 
Aug. 839,451,000 669,375,000 —20.: 
Sept. 720,218,000 640,331,000 —11. 
Oct. 817,858,000 670 420,000 —18 

Nov. 846,617,000 671,242,000 —20 


Dec. 1,117,187,000 


$11,085,003,000 $9,104,425,000 —17.9 
COMPARISON BY ANNUAL a: 

















Ordinary Total 
tn seen nae $1,697,400,000 $ 2,341, S37, 000 
Pe -csadedwe 1 658.698 000 2,366,772,000 
Pe. seecnene 1,761,506,000 2,506.16 0,000 
apa 2,177,016,000 2,959,479,000 
a 2,521,045,000 3,437,191,000 
a” Sweat aee 2,631,596,000 3,671,439,000 
SPOS Stuscscs 4,591,733,000 5,952,114,000 





Ordinary Total 
Pe geicarne 5,570,270,000 7,112,529,000 
Sn scbbnewe 4,580,252,000 5,949,094,000 
 ePraeeee 5,035,016,000 6,728,433,000 
Dn 066eGene 6,029,939,000 8,270,038,000 
ne wie dee 6,388,166,000 8,949,495,000 
tn cewédmes 7,398,614,000 10,756,572,000 
ee 6sacewe-e 7,804, 416, 000 11,421,080,000 
BEE coccenes 7,804,406,000 11,296,111,000 
a seeéepne 8,199'375,000 12,228,225,000 
1929 ........ 8,801,866,000 12,885,389,000 
Dee ecséamms 8,517,729,000 12,460,977,000 
BE sé cctewee 7,491,674,000 11,085,003,000 
ee esau 6,000,017,000 9,104,425,000 


Agency Is Started at Albany 





M. R. Burr, Associate of S. D. Warner 
in New York City, in Charge of New 
England Mutual Office 





M. Rodney Burr, for the last two 
years associate general agent with 
Stuart D. Warner, general agent in 
New York City of the New England 
Mutual Life, has been appointed general 
agent in Albany for the New England. 
The company has never had a general 
agency in Albany and Mr. Burr will 
start from scratch. The New England's 
Albany business has_ been handled 
through the Pittsfield, Mass., agency. 

Mr. Burr graduated from Ambherst 
college in 1919. He entered life insur- 
ance in the group department of the 
Travelers and later represented that 
company in New England and New 
York. Later he became a soliciting 
agent for the Travelers and paid for 
more than $10,000,000 a year for several 
years. As general agent in New York 
City he built an agency which paid for 
more than $12,000,000 in three years. 

After a short period as general agent 
of the Brooklyn National Life, Mr. Burr 
joined the Penn Mutual Life, where he 
was in charge of full time men in the 
then Alexander Patterson agency in 
New York, continuing in that capacity 
when Mr. Patterson went to Chicago 
and the agency was taken over by John 
A. Stevenson. When the latter was suc- 
ceeded by Ralph G. Engelman, Mr. 
Burr continued as brokerage manager. 
In 1930 he joined the Warner agency. 





Berkshire Life Advances 
Hendershot and Winnings 











L. B. HENDERSHOT 


L. B. Hendershot has been advanced 
from field superintendent to manager of 
agencies by the Berkshire Life. He ws 
formerly educational director of the Con- 
necticut General Life and prior to that 
was with the Life Insurance Sales Re- 
search Bureau. John S. Winnings has 
been named agency secretary of the 
Berkshire. 
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. E. O’Brien Starting 
the Jefferson National 


_——_ 








M. E. O'BRIEN 


M. E. O’Brien, former president of 
the Detroit Life, who went to New 
York City to become agency manager 
of the Maccabees, has returned to his 
old city and is now engaged in organ- 
izing the Jefferson National Life, which 
will have an authorized capital of $1,- 
000,000 and surplus of like amount. The 
stock is being sold at $100 a share par 
value $50. On account of the low prices 
of high grade securities and deflated real 
estate values, Mr. O’Brien feels that 
now is an opportune time to organize a 
new company. He states that a com- 
pany can be established with entirely 
liquid securities. The life business, he 
says, has been maintained during the 
depression in a most commendable way 
and he feels that the business has in 
store for it a great future. 


Produced Large Business 


Last year his agency in New York 
produced about $5,000,000 and was the 
leading agency of the Maccabees in the 
country. His agency contributed about 
one-fifth of the Maccabees’ business. Mr. 
O'Brien has interested in the Jefferson 
National Life some of the agents who 
were associated with him in the Detroit 
Life. Mr. O’Brien came from the upper 
peninsula of Michigan where he was 
district manager of the Northwestern 
Mutual. He is a forceful man and is 
determined to put the Jefferson National 
Life on the map. He declares that with 
the new company particular attention 
will be paid to the character of its in- 
vestments. He asserts that they will 
be diversified and well seasoned. He has 
established quarters at 720 Farwell Bldg., 
Detroit. 


Walker Leads for Club Year 


W. H. Walker, Tulsa, Okla., manager 
southwestern department North Ameri- 
can Life, has received the silver loving 
cup offered for the largest personal pro- 
duction in 1932. The honor carries with 
it the presidency of the $200,000 Club. 
He paid for approximately $750,000. It 
is the fourth time he won the honor. The 
vice-president is William Hordes, De- 
troit manager, and second vice-president, 
A. H. Curtis, Salina, Kan., manager. 


Weiss Assistant Secretary 


The National Life U. S. A., has ap- 
pointed Walter T. Weiss assistant sec- 
retary. He has been with the company 
more than nine years, having started 
as clerk in the renewal department in 
1923. He later served in the agency and 
conservation departments, and was ap- 
Pointed manager of the policyholders’ 
Service department in 1931. He will con- 
tinue to sapervise the activities of that 





department. 





Twenty-Seventh Annual Statement 
DECEMBER 31, 1932 


THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


Admitted Insurance Death Claims Policyholders’ 
Year Ending Assets in Force Paid Dividends Paid 
December 31, 1906............... $ 171,283 > 278,100 None None 
oo ae Ee 1,049,976 13,254,199 $ 27,649 $ 21,911 
BPO FA Wie céevcssscecces 4,774,337 40,831,616 139,929 122,904 
meeeeeer Bh, BERS... .ccccccccses 13,036,598 84,447,962 193,702 399,809 
Boecemmber Bi, 2968. .....ccccceses 21,532,867 106,600,592 600,314 602,157 


COLUMBUS, OHIO 


ASSETS 
Cash 


Lccee idee wets ceeds Keh es en dhe eeheeeeeeesenseanedabeceusedesaeese $ 316,532.82 


ent ree $1,175,527.50 


Bonds of Municipalities and other Governmental Agencies 
(None in default) 


Mortgage Loans 
Policy Loans 
Premium Notes, secured by policy reserves.............cecceesceccccecces 


Real Estate (reduced to sound values) including $72,074.54 sold on contract 


OS i eeubeysewasedededesenuss 
Net Deferred and Unreported Premiums...................ccccccccccces 
Other Assets 


Policy Reserves 


528,611.25 1,704,138.75 


i nt se eeckeedueeboeeswens 
Pedant CERES Sh wSEkGSSREEOhSEs Cdstnséchbubicecaweense 13,675,795.98 


38,000.00 


4,104,401.76 
356,417.96 
573,254.02 
323,234.91 
458,481.09 
53,775.91 


$21,604,033.20 


71,165.56 


$21,532,867.64 


$17,455,631.74 


Policyholders’ Funds left with the Company..................0ssceeeeeece 1,284,198.93 
i ea i eee a i chedebeaeheedscennsenset None 
a ead emnaeeeneeeanka 83,830.51 
Disability Claims, Proofs Incomplete and Unpaid.................. cidniiwute 29,024.35 
Reserve for Disability Claims Incurred but not Reported.................. 22,500.00 
Matured Endowments Awaiting Election of Settlement Option............ 12,412.00 
£ 1“ "—& Rel eer err er 37,073.75 
Held for Future Apportionment and Payment of Policyholders’ Dividends 726,987.53 
oe na Lee a ede aan eh MEMS aN Sa SS AREA CER Gene 56,283.00 
I a i ee oe nts cue ai ee 132,983.67 
Ne Te eee ieee ene de ai iaeeneeTcTekeieae heen $ 300,000.00 
SS ee SND SN inca cdecscnvenéatesenstanna 1,391,942.16 
Coo ch eee indeed ieeanbes sagen Gasenee $ 1,691,942.16 


GROWTH SINCE 1906 


$21,532,867.64 


Total Payments to Policyholders and Beneficiaries since organization, in addition to 
Policy Loans, have been $20,049,595.22. 


Dividends to Policyholders have exceeded Death Claims each year since 1920, and for 
the entire history of the Company. 


The Midland Mutual 


Has, with other life companies been a bulwark protecting families and business in the 


storms of three years of depression. 


Has the clean and stable assets required by the ultra-conservative Ohio laws, verified 
by the annual examination of the Ohio Insurance Department, which in its 1932 report 
of examination said: “There are relatively few loans which are delinquent or in any 
difficulty,” and “The Company was found to be in excellent condition.” 


Has since December 31, 1929, increased its surplus over one-third, in addition to reduc- 


ing real estate values and charging off investment losses. 


Has for more than twenty years substantially increased its surplus each year. 
Has, by the close contact of its officers with all phases of its business been able to 


conserve the best interests of its policyholders. 


Has in all its relations maintained the highest standards and been guided by principles 


of integrity. 


Has justified the confidence of its policyholders by living up to its slogan,— 


“Its Performances Exceed Its Promises” 
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Make your work easier 





with these practical tools 


IFE UNDERWRITERS find there 

is no substitute for work. Work— 
the proper application of energy—still 
remains a fundamental requisite to suc- 
cess in life insurance. 


Work plus the practical tools offered 
agents by this company make a combina- 
tion hard to beat. Here are some of the 
tools offered our agents which will also 
help make your work more remunerative 
and easier. 


a liberal agency contract 

a complete line of modern policies 
juvenile policies, sub-standard 
double indemnity, total disability 
low non-participating rates 
organized presentations 

a fool-proof visual sales kit 

a daily working plan 


a condensed but comprehensive train- 
ing plan 

® a conservation program that helps 

keep policyholders sold and re- 

duces lapses 


Connect with a company that will give you 
the greatest help and make it as easy as possi- 
ble to operate. For openings in Ohio, Michi- 
gan, Illinois, Indiana, Kansas, Oklahoma or 
Texas, write George L. Grogan, Vice President, 
in Charge of Agencies. 


The Federal Reserve 


Life Insurance Company 


Kansas City, Kansas 














Convention Report Is Made 
on the National Life, U. S. A. 





AUGMENTS CONTINGENT FUND 





Five States Find the Company Is Meet- 
ing All Its Obligations with 
Promptness 





Life men are interested in perusing 
the financial exhibits of life companies 
and as they are studied they give elo- 
quent testimony to the fact that the 
companies have rendered a great service 
to the people. The statement of the 
National Life, U. S. A. of Chicago in- 
cludes the results of the convention ex- 
amination, which has been in progress 
for a number of months. Minnesota, 
Michigan, Oklahoma, Iowa and Illinois 
participated. The report shows the 
company has paid and is paying all just 
claims promptly. The report declares 
that it is fair in its treatment of claims 
for disability benefits, accident and 
health claims. All payments of every 
kind to policyholders, the report says, 
are met with dispatch. 


Adds to the Contingent Fund 


_ There were some recommended ad- 
justments in the financial set up and 
these have been complied with. For the 
benefit of policyholders it was voted to 
take $1,000,000 from the capital account 
and add it to the contingency reserve, 
which as of Dec. 31, amounts to $1,700,- 
000. The capital now is $1,000,000, the 
contingency reserve for investment de- 
preciation $1,700,000, special fund for 
participating policyholders $196,283, un- 
assigned surplus $614,237 or a total poli- 
cyholders’ surplus of $3,510,521. The 
examiners in their report say, “The ex- 
ecutive officers now in charge of the 
company’s affairs are competent and 
efficient insurance men who devote their 
entire time to its affairs. With the 
economies now in effect and being ef- 
fected, it should have a favorable ex- 
perience in the future.” 


Main Items in Exhibit 


The National Life of the U. S. A. 
has paid policyholders and holds for 
their protection $147,573,055 since or- 
ganization. It has prided itself on its 
service for policyholders especially dur- 
ing the time of general depression. 

The main items in the financial state- 
ment as of Dec. 31 are as follows: 


RESOURCES 


Cash in office and banks..... $ 760,536 
Government and municipal 

i tos cuden tees kewahewek 1,669,745 
Other Bonds: 

Public utilities..... $668,869 

DEE  ccucesesuse 803,344 

Industrial and misc. 504,056 1,976,269 
ee ee ee 4,963,461 


(Values of stocks and bonds 
as officially fixed by Na- 
tional Convention of Insur- 
ance Commissioners for Dec. 


31, 1932.) 

First Mortgage Loans: 
> Pewter $15,220,269 
eae 2,330,737 17,551,006 


(Less allowance for possible 
adjustment secured by prop- 
erty valued at $51,972,334.) 

Real Estate: 
New Home Office property.. 3,631,900 
Branch Home Office prop- 

GEREOD cccccceccccecescecese 996,768 
ee 3,322,500 
(Leased for long term periods 
to net 5% or better.) 

Acquired through foreclosure 3,298,027 
(Includes properties sold un- 
der contract of sale.) 


Loans to policyholders........ 14,602,514 
(Secured by policy reserves.) 
Interest due and accrued...... 610,859 
(Less reserves for doubtful 
items.) 
Deferred premiums .......... 423,882 
Prems. in course of collection. 778,825 
All other assets less credit 
PGND aicanude0eneeecenses 291,750 
re een ye $54,878,046 
OBLIGATIONS 
Polley TreSOTVGS .....ccccccess $48,333,051 
Death claims due and unpaid.. None 


To pay all claims now in Home 
Office with incomplete proofs 180,346 


Texas Official 

















ROBERT LEE DANIEL 


Robert Lee Daniel, who has just been 
appointed life insurance commissioner 
and chairman of the board of insurance 
commissioners of Texas, is a lawyer « 
Victoria, Tex. He was insurance con 
missioner from 1925-27, 





Hobbs Seeks Stricter Life 
Company Statutes in Kansas 





TOPEKA, KAN., Jan. 26.—Commis 
sioner Hobbs has presented bills to the 
Kansas legislature providing for stricter 
supervision of life companies. Ont 
would extend the power of the comms 
sioner in issuing licenses to examine the 
methods and practices and investments 
of the companies. Officers and employes 
would be prohibited from borrowing 
funds from a company or receiving fees 
or brokerage for handling investments 
Life company investments would be Iin- 
ited to 15 percent of the capital of stock 
companies, 15 percent of the surplus ani 
2 percent of the gross assets, whichever 
is greater, for mutual companies, ™ 
any single corporation or security, ¢ 
cept United States or Kansas_ bonds. 
The commissioner would be authorize‘ 
to revoke the licenses of companies ! 
the surplus and reserves fall below th 
requirements for admission to the state 
A minimum capital of $250,000 and sur- 
plus of $50,000 would be required of # 
companies organized in Kansas and a 
cident and health companies would b& 
required to maintain a $50,000 surplus 

Commissioner Hobbs is also seeking 
to provide that mutual life compan 
which sell certificates of indebtedness 
shall deposit the proceeds of their sai 
in the state treasury as is required ™ 
the sale of shares of stock companies. 


Officers for the year will be elected @ 
the Jan. 31 meeting of the Minneapolis 
Association of Life Insurance Manage! 
& General Agents. 


———7 











Reserve for unreported policy 
SD snctandd tetceeddunes< 
Present value of death, disa- 
bility and other claims pay- 4 
able in installments........- 1,310,44 


Unearned interest ...........- 376.4 
Accrued taxes payable 1933... tee 
All other liabilities........... 856,95- 
Total obligations ........ . . $51,367,9° 
Contingent fund for partici- 96.28 
pating policyholders ....... 196,< 
Contingent fund set 
aside for possible 
investment adjust- 
Se etaseusseud $1,700,000 
Capital stock ...... 1,000,000 9 314,287 
Surplus ...ccccccces 614,237 ane 
Total capital, surplus and 
contingent funds in excess 3,510.52! 
of obligations ........-++> a 
BD cckeodsevccuwedaeeenaet $54,878,04 
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Philadelphia Life Head in 


Review of Financial Status 








President Jackson Maloney of the 
Philadelphia Life gave a favorable re- 
port on 1932 operations at the general 
agents meeting in the home office, at- 
tended by general agents from through- 
out the country. The company made 
$87,000 net increase in surplus. Mor- 
tality was favorable and the company 
every year is getting on a lower mor- 
tality basis, he said. The percentage of 
net surplus in comparison with liabilities 
in the form of reserves is the only basic 
way of determining the strength of a 
company, and on this basis the Phila- 
delphia is one of the strongest in the 
business, he stated. 

He reported on the “house cleaning” 
started several years ago, in which losses 
were charged off ‘and the company got 
down to a conservative basis. The com- 
pany has taken its losses each year, he 
said, and will show improvement. It is 
in excellent liquid condition. The mar- 
ket has gone up on many securities in 
recent months. He said the report on 
examination last fall indicated excellent 
condition. 


F. V. Peasley Made Assistant 


F. V. Peasley, son of President and 
General Manager J. C. Peasley of the 
Bankers Mutual Life of Freeport, IIL, 
has become connected with the company 
as assistant to the president. He has 
had a number of years of business ex- 
perience and for some time was con- 
nected with the investment department 
of the Continental-Illinois National Bank 
& Trust Co. of Chicago. Before that 
he was associated with a large mail 
order house. 


Heltzen Elected Commissioner 


O. L. Heltzen, former attorney gen- 
eral of Rhode Island and a lawyer who 
had specialized in insurance matters, was 
elected insurance commissioner by the 
state senate. Mr. Heltzen, a Republican, 
was appointed by the retiring Governor 
Case to fill out the unexpired term of 
P. H. Wilbour, who resigned in Decem- 
ber. The incoming governor appointed 
T. D. Higgins as commissioner, but 
three times the senate failed to confirm 
the appointment, which automaticaily 
put Mr. Higgins out of the field. Mr 
Heltzen was elected for the full three- 
year term by a vote of 26 to 14 for Mr. 
Higgins, the division being on strictly 
party lines. 





J. S. Tobin Is Appointed 


Tennessee Commissioner 








NASHVILLE, Jan. 26.—With the 
change in Tennessee’s state administra- 
tion affairs, Joseph S. Tobin, well 
known Memphis insurance man, has 
been appointed commissioner of insur- 
ance and banking, succeeding Joseph I. 
Reece. He took office last Thursday. 

Mr. Tobin has been prominent in 
Memphis insurance circles for many 
years and had the unanimous support 
of surance men from that section. 

native of Memphis, Commissioner 
Tobin has been in the insurance busi- 
ness about 20 years and was twice 
president of the Insurance Exchange of 
Memphis. He is now connected with 
the Whitfield King & Co. agency and 
Was tormerly a member of the firm of 
Turley, Bullington & Tobin. He was 
educated in Nashville and took a B. A. 
degree at Johns Hopkins University. 

t is expected that T. E. Miles, who 
has been chief deputy for a number of 
years, will be continued in that capacity, 
Owing to his familiarity with the work 
of the department. 


L. L. Scott in New Post 


L. L. Scott has been appointed spe- 
cial field representative of the group de- 
partment of the Continental Assurance 
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Made Vice President 








A. L. 


DERN 


A. L. Dern, formerly manager of agen- 
cies for the Lincoln National Life, was 
elected a vice-president of that com- 
pany at the annual meeting Jan. 25. 
Other senior officers of the company 
were all reelected. 


Hanson Makes His Report 








Retiring Superintendent Stresses Econ- 
omy Measures, Gives Net Premium 
Figures for 1929-1931 





Retiring Superintendent Hanson of 
Illinois in his report to Governor Hor- 
ner stresses the reduced budget for the 
biennium beginning July 1, 1933, lower 
by $168,800 than for the previous bien- 
nium. He said it would not reduce effi- 
ciency. A possible saving through con- 
solidating tasks in the department would 
increase the reduction to $218,000. 

Mr. Hanson reported 19 companies of 
all kinds were organized in 1932, only 
one being life; 28 admitted, including 
five life; 20 Illinois companies and 52 
from other states withdrew, including 
nine life companies; 12 companies were 
reinsured, including five life; two con- 
solidated, 149 companies examined and 
30 referred to the attorney-general under 
the liquidation act. 

A comparative statement of depart- 
ment receipts showed for 1931, $6,083,- 
971 in state taxes, licenses and fees re- 
ceived by the department; $274,450 ex- 
penses, or 4.51 percent. For the bien- 
nium ended July 1, 1931, collections 
were $12,960,151 and operating expenses 
$504,365, or 3.1 per¢ent. 

Superintendent Hanson reported net 
premiums for the years 1929-1931, inclu- 
sive, for various types of life companies 
as follows: Legal reserve — ordinary. 
$17,529,542, $19,499,228 and $17,588,305. 
respectively; group, $189,277, $65,335 
and $106,321; industrial, $902,599, $923,- 
766 and $847,612. 

Fraternal: Adult—$21,157,549, $22,- 
542,290 and $21,500,864; juvenile, $260,- 


926, $280,938 and $281,525. 

Assessment: Life—$1,021,495, $1,006,- 
659 and $938,542. 

Mutual benefit: $1,974,567, $2,052,- 
$22 and $1,804,071. 

Burial societies: Net premiums in 


1931 were $571,558. 





in Chicago. He formerly was insurance 
manager for the Associated Telephone 
Utilities Company and is the son of 
Charles Scott, business manager Bureau 
of Safety, a subsidiary of the Middle 
West Utilities group. He was gradu- 
ated from the University of Illinois in 
1928. 





1933 
ALL SIGNALS SET “GO” 


For every alert, up-and-going life in- 
surance man, the year 1933 holds un- 
usual opportunity. All signals are set 
"Go"! 


a well planned program are two prime 


A pre-determined goal and 


essentials to success. 


The Missouri State Life offers a full kit 
of up-to-the-minute working tools— 
liberal agency contracts, prompt un- 
derwriting service, helpful field co- 
operation, and policies to meet every 
Accident & Health, 
Group, Salary Savings. 


need — Life, 








A Good Company to Represent 





MISSOURI STATE LIFE 
INSURANCE COMPANY 


St. Louis, Missouri 














Winder Wants F aaensttile 
to Take Over Illinois Life 


Donald T. Winder, who, until re- 
cently, was in charge of the fraternal 
work for the Illinois insurance depart- 
ment, is now soliciting fraternal socie- 
ties for employment in legislative, pub- 
lic relations and legal work. He would 
undertake to get more favorable state 
legislation concerning fraternals, guard 
against unfavorable legislation, aid the 
society in bringing about a higher re- 
gard for fraternal insurance on the part 
of the public and serve as a special legal 






















































counselor. He would be paid $500 by 
each society. 
As a_ special legal counselor, Mr. 


Winder would undertake to rewrite the 
society’s by-laws, give written opinions 
as to whether certain investments fall 
within the scope of the state law, assist 
in securing licenses in other states, give 
opinions concerning unusual benefit 
claims, or other matters which a fra- 
ternal specialist could render. 


Pian for Illinois Life 


Mr. Winder is also seeking to get 
the fraternals interested in a _ plan, 
whereby the Illinois Life would be taken 
over by the fraternals. He has addressed 
the various fraternal societies, suggest- 
ing that the affairs of the Illinois Life 
be placed with a board of trustees com- 
posed of fraternal executives designated 
by the federal court; that the capital 
stock of the Illinois Life be charged off 
and the trustees be vested with all as- 
sets and interests of the company; that 
a valuation be made to determine the 
actuarial solvency of the Illinois Life 
and that the degree of impairment be 
set up as liens on an adjustable basis. 

So far, a number of societies have in- 
dicated interest in such a scheme, they 
being the Royal League, Catholic Order 
of Foresters, Women’s Catholic Order of 
Foresters, Polish Roman Catholic Union, 
Polish Women’s Alliance, North Amer- 
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Mutual Benefit League, Slovene Na- 
tional Benefit Society and Fidelity Life 
Insurance Association. 


Forbes Says Help of R. F. C. 


to Insurance Infinitesimal 





The assistance called for by a few of 
the smaller life insurance companies in 
the way of Reconstruction Finance Cor- 
poration loans is infinitesimal, according 
to B. C. Forbes, editor of “Forbes Maga- 
zine,” who addressed the Chicago Asso- 
ciation of Life Underwriters Wednesday 
of this week. If the banks had been able 
to respond to the demands of their cus- 
tomers as well as the insurance compa- 
nies have responded, he said the number 
of bank failures would have been much 
less. 

The Reconstruction corporation, he 
said, has handed out $1,500,000,000, which 
is not half as much as the life compa- 
nies handed out last year. 

Mr. Forbes said that insurance people 
are most wideawake in seizing upon 
something helpful in their business. For 
instance, he said, he received from life 
people 300 requests for reprints of an 
article in which he characterized life in- 
surance as “the beneficent mother of 
America.” 

Mr. Forbes said that stern, hard times 
cannot be transformed into rip-snorting 
prosperity with some magical panacea. 
People should not lean on Washington 
and external agencies to improve their 
condition. Self-help is all important. 
Men must depend upon their own braing 
and their own right hand, dealing with 
the tasks that confront them day by day 
instead of looking ahead to what might 
be some day. 

Mr. Forbes expressed the belief that 
bottom was touched the middle of last 
year and for the last six months the 
country has held its own, which is not 
true of any six months since the middle 
of 1929. He believes that the country is 










ican Life Assurance Union, Concordia 


cago association, announced that the life 
division was the first organization to go 
over the top in the emergency welfare 
fund in Chicago, subscribing $18,105. 
Manager E. B. Dudley of the Travelers 
was in charge. 


Brown Des Moines Manager 





Mutual Life Announces Shift From the 
Billings, Mont., Agency—C. E. 
Bechtel Gets Promotion 





The Mutual Life of New York has 
transferred C. E. Brown, its Billings, 
Mont. manager, to the managership of 
its Des Moines agency. C. E. Bechtel, 
agency organizer of the Billings agency, 
will succeed Mr. Brown as manager in 
Billings. Mr. Brown was made man- 
ager in Billings in 1931 when the Mu- 
tual Life opened its new office there. 

Mr. Bechtel was formerly in the bank- 
ing business and at one time was a mem- 
ber of the Montana legislature. He 
joined the Spokane, Wash. agency of 
the Mutual Life in 1916 and maintained 
a consistent volume of production. He 
was appointed superintendent of agents 
in 1926 and agency organizer in 1928, 
and was transferred to Billings in the 
latter capacity on opening the new 
agency there. 


Life Company Not Affected 


The California-Western States Life is 
not affected in any way by the failure 
of the California National and California 
Trust & Savings Bank of Sacramento, 
of both of which J. R. Kruse, president 
of the life company, was a director. 
While there has been a relationship be- 
tween the institutions mentioned, it has 
not been interlocking in a financial way, 
according to Mr. Kruse. The statement 
of the company released Jan. 22 shows 
it added more than $400,000 to its sur- 





——— 


Travelers Report Shows 
Fine Financial Condition 


Admitted assets of the Travelers as oj 
Dec. 31, 1932, were $674,492,525; surplus 
$18,139,869, which with the $20,000,009 
capital placed surplus as regards policy. 
holders at $38,139,869, it was reported at 
the annual stockholders’ meeting 
Wednesday in Hartford. 

Statutory reserves on policies were 
set at $559,335,165; contingency reserve 
$7,778,318; special reserve $8,039,233, 
Life insurance in force was $4,369,338,963 
and new life insurance paid for $506- 
022,067. 

Cash premium income of the three 
companies in the group, The Travelers, 
Travelers Indemnity and Travelers Fire 
was $166,992,265 last year, and total in- 
come $197,574,003. ~ 


Huge Sum Paid in Benefits 





Total payments of benefits under all 
forms of life, casualty and fire policies 
and disbursements under annuity forms, 
were $120,943,480 last year and total 
benefits paid since organization of the 
parent company, $1,170,108,000. 

Among assets of the life company was 
$80,545,615 in United States government 
bonds, $88,947,727 other public bonds, 
and $15,086,001 cash on hand and in 
banks. 

President L. Edmund Zacher, com- 
menting on general business conditions, 
said, “From July, last year, things began 
to be steadier, but on account of the po- 
litical elections and international dis- 
turbances, business was practically at a 
standstill. Loans under life policies 
reached their peak in July and from 
then on the demand became more mod- 
erate, but is still in excess of normal.” 








per share per year on Jan. 15, paid out 
in dividends to stockholders in 1932 
$521,000 and replaced more than $300,- 








moving modestly in the right direction. 
John R. Hastie, president of the Chi- 


plus last year, paid to stockholders a 
quarterly dividend on the basis of $3 


000 security depreciation. 
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It pays 


Trade Mark Reg. U. S. Pat. Off. 


The NATIONAL LIFE and ACCIDENT INSURANCE CO., Inc. 


Promotions from 


The National Life & Accident carefully watches its field men 
wherever they are located. Promotions are always made 
from the field—from those who show the most promise and 
have the best records. This Shield Company has built a loyal 
enthusiastic organization by promoting men who start from 
scratch—by recognizing merit when due. 


Nearly every issue of "Our Shield," a readable, interesting 
weekly publication for the Shield Family, carries pictures and 
histories of men who have been promoted because they have 
made good. 


to be a Shield Man. 


Nashville, Tennessee 


the field 
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Conditions Deman 
More Persistency 





(CONTINUED FROM PAGE 3) 


tween a policy loan and a mortgage on 
a house, pointing out that the man with 
a mortgage does not sell the house in 
order to clear the mortgage, as he would 
probably be the loser thereby. In the 
same way he should not let go of his 
life insurance merely to clear the pol- 
icy loan. A vast number of mortgaged 
policies can be saved by making the 
policyholder realize that he is borrow- 
ing against his own property. 

Speaking on the same program, 
James Elton Bragg, well known life in- 
surance educator who was recently ap- 
pointed manager for the Guardian Life 
of New York, stated that “the most 
trying need in the life insurance busi- 
ness is to make the life insurance agent 
be a business man and get a full day's 
work out of himself.” Mr. Bragg con- 
fessed that he did not know the answer 
but said that the problem is one that 
the business must solve. 

On the subject of quotas, Mr. Bragg 
said that a quota is like a sparring 
partner, that is, it should be neither too 
high nor too low but should be such 
that the agent can conquer it if he puts 
in 100 percent of his energy but such 
that it can lick him if he doesn’t keep 
on his toes. 

Every agent should analyze the in- 
centive behind his will to succeed and 
then put those incentives to work for 
him, Mr. Bragg said. He must also 
determine what percentage of his time 
he should put in on planning his work 
and what percentage in actual work in 
the field. 


Depression Helps 
Life Underwriter 





(CONTINUED FROM PAGE 3) 
_ Today, he said, it appears as if Amer- 
ican railroads, utilities and manufactur- 
ing facilities have been pretty fully de- 
veloped (over-developed in certain 
cases), and that there will not be so 
great a demand for new capital for do- 
mestic investment in the near future as 
there has been in the recent past. 

During the last 15 years or more, it 
has usually been possible to secure an 
interest return of at least 5 percent with 
a high degree of safety, so the man who 
wanted to assure himself a retirement 
income of $2,000 a year could do so by 
accumulating a fund of $40,000. If, 
however, interest rates should drop to 
levels prevailing in England and Hol- 
land before the war, it would take about 
$60,000 to produce a similar income. 
On the other hand, a man in his 60's 
can assure himself a life income of 
$2,000 by investing about $20,000 in an 
annuity. 

Never in the history of this country 
has the need for life insurance been 
greater than it is today, Dr. Bailey said. 

“Life insurance has been a tremendous 
Source of comfort to millions of men by 
assuring them that here is something 
solid against which either they or their 
families can lean at a time when other 
values seem ephemeral.” 


Manager Has Responsibility 
in Encouraging His Agents 





(CONTINUED FROM PAGE 3) 


not changed. The general agent’s re- 
sponsibility to see that men under con- 
tract are equipped for the work they do 
has not changed. Lots of high grade 
men have come into the business within 
the last few years. They have splendid 
contacts. They need more than a course 
In fundamentals and some suggestions 
on selling methods. They need the daily 
€ncouragement and sympathetic interest 
i and understanding of their difficulties, 








Continuous Weekly Work 
of Mutual Benefit Men 





Attention is often called to long 
records of weekly production 
without a hitch. The. Mutual 
Benefit Life has 18 men who have 
produced at least an application a 
week for over 500 weeks. Their 
record is as follows: P. M. West, 
Detroit, 969 weeks; G. H. Shepherd, 
Detroit, 949; J. G. Weill, Louis- 
ville, 939; J. A. Pino, Grand Rap- 
ids, Mich., 918; W. H. King, Cin- 
cinnati, 880; S. D. Langley & Co., 
Louisville, 856; A. P. Steler, De- 
troit, 854; H. C. Sherman, Provi- 
dence, 825; W. E. Wright, Cincin- 
nati, 709; A. F. Beinke, St. Louis, 
708; C. A. Maguire, Salt Lake 
City, 660; F. F. Ulrich, Grand 
Rapids, 659; E. J. Phelps, Jr., 
Omaha, 541. 











which enables them to appreciate that 
there is a real desire, as well as an abil- 
ity, on the part of the general agent to 
lead them toward a creditable achieve- 
ment. 

“Agents must know the life insurance 
business; they must be trained in proper 
selling methods. But today, more than 
ever before, the general agent must, I 
believe, in all this have a sympathetic 
understanding of the agents’ personal 
problems as well as their office respon- 
sibilities. If the general agent doesn’t 
measure up to the responsibility of 
equipping these men for the work they 
are to do, they will use the life insurance 
business as a stop-gap. Potential mil- 
lion dollar producers won’t become reali- 
ties unless they are properly equipped 
for work. 

Manager Must Work Harder 


“There have been countless surveys 
showing that increased work is neces- 
sary. If we accept the fact that 30 per- 
cent to 40 percent more work is neces- 
sary on the part of the underwriter to 
achieve the same results as were achieved 
three years ago, doesn’t this imply that 
the manager must, himself, work 30 per- 
cent to 40 percent harder to make sure 
that this program is carried through? 

“Among financial experts there is a 
difference of opinion as to whether this 
is the best market to stay out of that the 
country has ever known, or whether the 
man who has money now has unsur- 
passed investment opportunities. In my 
opinion, no such question can be raised 


about the opportunities inherent in 
agency building. When President 
Hoover’s committee on social trends 


reported recently that one man in ten 
dies a pauper there can be no question 
about the fundamental need for the 
product which we offer to the public. 
The financial records of life insurance 
companies which do business in New 
York State have formed one of the 
bright spots in the dark days of eco- 
nomic disaster. 

“With a product which fills a funda- 
mental need, a business which has been 
less affected by the depression than most 
other types, and an unusual opportunity 
to build a high-grade agency, isn’t it 
pretty obvious that this is the time to 
be sure that we are building soundly for 
the future? And if we build soundly, 
there is no question but that we shall 
reap real profits.” 


Bryden Heads Kansas Group 


W. J. Bryden, Victory Life, Topeka, 
was elected president of the Association 
of Kansas Owned Life Insurance Com- 
panies at the annual meeting last week 
in Topeka. Other officers are G. G. 
Moore, National Reserve, Topeka, first 


vice-president; S. M. Babbit, Great 
American, Hutchinson, second  vice- 
president; F. P. Metzger, American 


Home, Topeka, secretary-treasurer and 
W. A. Biby, reelected educational di- 
rector. 








LIFE 


Ir you had as good a holiday season as I, 
something tells me there will be a new refrig- 
erator in every kitchen and two policies in 


every safety deposit box by April. 


Right at the moment, I’m all pepped up. The 
Christmas and New Year’s cheer has something 
to do with it, I suppose, but mostly it’s caused 
by some new dope from U. C. L. 

You remember our sales plan on Educa- 
tion Policies — the one I used on you? Well, 
we have another “merchandised selling” outfit 
now, and it sure is taking hold! By the time all 
our featured policies get going under this plan, 
I'll be an A-1 salesman. Anyone could be! 


Another thing. Every day I’m realizing more 
and more how U. C. L. radio and magazine 
advertising is giving me sales tools that make 
all the difference between success and failure. 
As the Home Office Flying Squad said on its 
last trip around the circuit, “The regular ap- 
pearance of the advertising helps to keep the 
policyholder sold on Union Central Life, and 
prepares the way for his buying more insur- 


ance later on.” 


And finally, I’ve up and got ambition! Yes 
sir — I was reading over the list of agents who 
wrote their half million in 1932, and I’ve vowed 
that some day, be I old and hoary or sparkling 
with youth, I'll wear the golden key and rub 
elbows with the members of the Union Central 


$500,000 Club! 


YOouR OLD ROOMMATE, 


INSURANCE COMPANY 


>> CINCINNATI 


<< 
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Admitted assets..... 
Policy reserve and other 
liabilities 


Investment Depreciation 
Reserves........... Reis 


Surplus, Massachusetts 
standard 


Received for premiums. . 
Total income.............. 


Dividends paid and cred- 
ited policyholders...... 


Total payments to policy- 
holders and beneficiaries 


New insurance delivered 
Total insurance in force. 
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For the year ended December 31, 1932 


..... § 449,621,074 


431,560,782 
2,289,258 


18,060,292 
67,731,021 
107,892,286 


14,630,393 


61,578,526 


158,839,725 
2,071,447,713 
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increased $74,000 after charging 
foreclosed real estate down to sound 
values and_ setting up every liability. 
While the published statement shows 
an increase of $120,000 in free funds, the 
difference between $74,000 and $120,000 
has been taken from contingency funds 
due to a reduction of liability covered 
by various items, and this has been 
placed in “unassigned fund.” 

Surplus of the Midland Mutual has 
increased 35 percent since the de- 
pression started at the end of 1929. 
The Midland Mutual has paid more di- 
vidends to policyholders than the total 
of the annual death losses each year 
since 1920. 

The Midland Mutual wrote 122 more 
applicants in 1932 than in 1931, but 
volume decreased about $2,500,000 be- 
cause the average policy was $450 less 
than during the previous year. The 
policy loan demand has shown a marked 
decrease in recent months. Its mortal- 
ity experience last year was 43.5 per- 
cent. Gross interest earnings for the 
year averaged 5.4 percent and net inter- 
est earnings 5.1 percent. 

Insurance in force decreased from 
$111,851,955 to $106,600,592. Much de- 
ferred annuity business was written. 


Manufacturers Life 


The Manufacturers Life of Toronto 
in its annual statement shows assets 
$117,786,626. Of this, the amount in 
bonds is $47,028,023, mortgages $32,960,- 
503, preferred and common stocks $2,- 
317,352. New investments during the 
year were confined to government and 
municipal bonds. Its new business last 
year amounted to $62,445,855 and insur- 
ance in force is $526,253,121. It paid 
policyholders and beneficiaries $18,288,- 
741, an increase of $4,000,000 over the 
year before. It paid to living policy- 
holders $13,381,045. It puts up a con- 
tingency reserve of $750,000 and now 
has surplus of $2,849,574. 


Lincoln National Life 


has 


The annual statement of the Lincoln 
National Life shows assets $84,725,143 
of which $46,728,076 or 55.2 percent are 
first mortgage loans, whose average 
yield was 5.83; bonds $2,769,212 or 3.3 
percent with an average yield of 4.86; 
preferred and bank stocks 2.1 percent 
or $1,739,960 with an average yield of 
5.45; home office building $2,370,760 or 
2.8 percent of the assets; real estate 
$5,252,432 or 6.2 percent with 95 percent 
yielding an income; policy loans $17,- 
331,485 or 20.5 percent; cash $1,795,034 
or 2.1 percent. Its capital is $2,500,000, 
unassigned surplus $3,500,000 and spe- 
cial reserve for unexpected fluctuations 
$1,000,796. 

B. D. Miller, president of the F. W. 
Woolworth Company, was elected a di- 
rector of the company this week. 

Old Line Life of Milwaukee 


The Old Line Life of Milwaukee in 
its annual statement shows assets $17,- 
558,725, contingency reserve $225,000, 
capital $1,000,000, surplus $607,210. The 
first year premiums were $229,162, re- 
newals: $2,217,746, accident and health 
premiums $188,448, total income $3,515,- 
871, total paid policyholders $2,287,704, 
total disbursements $3,349,706. Of its 
assets $9,910,451 are mortgage loans, 
$3,384,400 policy loans, $1,883,596 bonds, 
$1,692,310 real estate. Its insurance in 
force is $86,145,133, which is less than 9 
percent decrease from a year ago. The 
assets increased $220,353. 

President R. F. Fry in his report 
states that it is to be regretted that so 
many people choosing between the com- 
forts of life to which they have been 
accustomed and their life policies are 
compelled to give up all or a portion of 
the latter. Therefore, this has resulted 
in the aggregate of life insurance in 
force throughout the country being re- 
duced. 

The 89th annual reports of the New 


England Mutual Life gives several indi- 
cations of an upward trend in business 
conditions. For three years now, policy 
loans have been double the normal. But 
the company states that since June last 
a steady decrease has been evidenced, 
and that in November demands were 
the lowest in two and one-half years 
Moreover, policyholders have repaid ex- 
isting policy loans to the extent of over 
$2,000,000—a larger amount than in any 
previous year. 

The New England Mutual had also 
the largest premium income in 1932 in 
its history. The average premium per 
$1,000 was higher, which indicates an 
increase in the purchase of investment 
types of insurance. 


Payments to Policyholders 


Payments to policyholders and benef- 
ciaries (exclusive of dividends, $11,169,- 
563) were much larger in 1932 than in 
any previous year, totaling over $28,- 
000,000—nearly $6,000,000 greater than 
in 1931. Death claims were $12,398,000 
which means that of the total amount 
paid policyholders, including dividends, 
$39,328,000, over $26,000,000 went to the 
living. 

Assets of $277,877,373 were almost 
$10,000,000 greater than at the end of 
1931. The net surplus of over $16,000,- 
000, plus a special investment fluctua- 
tion fund of $3,000,000 give a total pro- 
tective fund of $19,323,420, an increase 
of more than $140,000. 


No Decrease in Dividends 


Since adopting the scale system of 
paying dividends in 1899 the New Eng- 
land Mutual has never reduced nor sus- 
pended its dividend scale. As a matter 
of fact, the company has adopted new 
increased scales no less than seven 
times in that period. The present scale 
was adopted in 1927. The report shows 
that $11,350,000 has been voted for dis- 
tribution to policyholders during 1933, 
thereby fully continuing this scale. 

New insurance paid for in 1932 was 
$111,580,000; and insurance in force, 
$1,279,660,792. 

Phoenix Mutual Life 


Assets of the Phoenix Mutual Life at 
the close of 1932 were $166,025,000, in- 
crease nearly $6,000,000. New premiums 
reached 89 percent of the 1931 figure, 
and total premium income, exclusive o! 
single premium annuities, showed a de- 
cline of less than 1 percent, or $20,888, 
000 as against $20,962,000 for the pre- 
vious year. Assets have increased $27, 
000,000 and total insurance in force has 
increased $31,000,000 in the last three 
years, taking into consideration the 
small decrease of 3% percent in insur- 
ance in force in 1932. More than $75,- 
000,000 was paid to policyholders and 
beneficiaries in the three-year period 
without the necessity of borrowing or 0! 
selling securities to raise cash. 


Provident Mutual Life 


The Provident Mutual Life’s assets 
rose from $256,408,000 to $261,387,000 at 
the close of 1932, an increase of $4,979, 
000 for the year. Total insurance @ 
force declined only 3.1 percent, from 
$1,029,752,000 to $998,334,000. Of the 
$90,000,000 of bonds the total of unpai¢ 
and overdue interest and principal was 
only $36,500. Real estate acquired by 
foreclosure comprises only 2.4 percent % 
the total investments. New insurance 
paid for totaled $95,475,000 as against 
$118,691,000 in 1931. 


Honored by Boy Scouts 


Award of the “Silver Beaver,” highest 
honor citation that may be won by 4 
adult volunteer in Boy Scout work, was 
recently made to L. L. McAlister, Pilot 
Life producer of Greensboro, N. C., 3 
he neared completion of 10 years ° 
consecutive personal activity in the ™ 








terests of the Boy Scouts of his com 
munity. 
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Bank Savings Is Reorganized 
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| F.C. Kaths Elected President, E. H. 
Lupton, Jr., Vice President—Bank 
: President Is Treasurer 





TOPEKA, KAN., Jan. 26—The re- 
organization of the Bank Savings Life 
has been completed with the election of 

© an almost new set of officers and direc- 
) tors. F. C. Kaths, banker and miller, 
is the new president. E. H. Lupton, Jr., 
president of the company since the 
death of E. H. Lupton, its founder, is 
vice-president and E. C. Lupton, an- 
other son of the founder, is to be as- 
sistant secretary. E. E. Sallee, one of 
the original organizers, is the new sec- 
retary and C. W. McKeen, president 
National Bank of Topeka, is treasurer. 

The Bank Savings Life has been in 
process of reorganization for more than 
a year. An attempt was made to merge 
it with the Federal Reserve Life of Kan- 
sas City, Kan., a year ago but this failed 
when the National Bank of Topeka in- 
tervened with injunction suits to protect 
notes which it held from officers of the 
Bank Savings and for which company 
stocks had been placed as collateral. 

The new directorate, in addition to 
the officers, follows: David Page, miller; 
J. S. Dean, lawyer, general counsel; E. 
R. Sloan, lawyer, former general coun- 
sel; R. B. Austin, merchant; R. N. Hall, 
merchant; T. M. Lillard, lawyer, all of 
Topeka, and Dr. S. E. Hammel, medi- 
cal director (re-elected); B. I. Litowich, 
Salina, lawyer. 

The Bank Savings Life has $35,000,- 
000 insurance in force. It is the oldest 
life company organized under Kansas 
laws and for many years was the largest 
and most prosperous in the state. 


Mutual Trust Figures Given 





Results of Illinois Department Exam- 
ination as of Dec. 31, 1931, Are 
Made Known 





Report of the Illinois department on 
examination of the Mutual Trust Life 
of Chicago as of Dec. 31, 1931, has been 
released. The previous examination was 
at the end of 1927, and the interim was 
covered in the new examination. As- 
sets were $30,886,168 as of Dec. 31, 1931. 

The company had 291 farm properties, 
carried at $1,937,999, and 29 city prop- 
erties carried at $327,030, acquired 
through foreclosure. The real estate is 
being managed as efficiently as is pos- 
sible under present conditions, the ex- 
aminers stated. There were listed 1,301 
irst mortgage loans with total book 
value $10,363,906, distributed 666 on 
farm properties with value $4,572,748, 
and 635 on city properties with value 
$5,791,157. Policy loans were $17,435 
m number and book value $5,574,441. 

ook value of bonds was set $10,504,- 

608, with only $92,325 in default on ac- 
count of interest. 
_Distribution of insurance in force was: 
Nonparticipating $2,973,614 and annual 
dividend $178,201,501. The examiners 
Stated surplus and other funds available 
to policyholders gradually increased over 
the last four years. 
_The company at the end of 1932 had 
$31,500,000 admitted assets, $1,775,000 
8toss surplus, which included the $625,- 
000 contingency fund but not surplus 
for future payment of dividends, and 
‘surance in force was $171,000,000, a 
het drop of about $11,000,000. 


Lincoln Company Changes Name 


The American Indemnity Life of Lin- 
coln, Neb., writing life, health and acci- 
dent, has changed its name to the Guar- 
lian National. O. A. Andrews, for years 
eneral agent for the Pacific Mutual, is 
President and active head. 








Five Bids for Illinois Life 


Names of Proposers Not Revealed— 
New Scheme for Reorganization and 
Mutualization Submitted 








Within a few days the receiver for 
the Illinois Life expects to present an 
analysis of the bids for reinsurance of 
that company’s business, which have 
been received, together with his recom- 
mendation to the federal court in Chi- 
cago. In the last report to the court, 
the receiver stated that five bids have 
been received. He did not reveal the 
names of the bidders, stating that an 
unnamed actuary would analyze the 
proposals, the actuary himself not to 
know the names of the bidders, merely 
passing on the proposals on their merits. 


Mortality Is Good 


In his last report, the receiver went 
into more details on the condition of 
the Illinois Life, showing that cash di- 
vidends to stockholders of 25 percent 
were paid in 1930 and 1931, although the 





impairment of the Illinois Life started 
in the last three months of 1930 and 
amounted to $6,822,557, Dec. 31, 1931. 

In this report, impairment of reserves 
was set at 47 percent, the sound reserves 
totaling $24,232,547 and the net worth of 
the assets $12,805,994. 

The receiver reiterated the statement 
that the Illinois Life was excellently op- 
erated insurance-wise. The mortality 
experience was good and the medical 
department functioned most efficiently. 

The receiver reported that there was 
a write up of $1,610,091 in the book 
value of the Illinois Life head office 
during 1931, 


Tried to Ward Of Action 


The friends of President R. W. 
Stevens of the Illinois Life are in- 
clined to give him credit for endeavoring 
to ward off the action that eventually 
overcame the company. When J. W. 
Stevens, chairman of the board, and 
E. J. Stevens, vice-president, promoted 
the Hotel Stevens, President R. W. 
Stevens vigorously opposed this move 
calling attention to the fact that it 
would lead to danger. He even opposed 
naming the hotel after the family. How- 
ever, he was over-ridden. When he 
saw the plight into which the Hotel 
Stevens was getting he felt then the 
Illinois Life should not advance any 
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money for the payment of interest on 
the bonds but should write off the Ho- 
tel Stevens’ securities and save itself. 
If this had been done the Illinois Life 
would have been saved although badly 
burned. President R. W. Stevens was 
thwarted in his efforts there some years 
ago to keep the company from disaster. 
If the Illinois Life had not been called 
upon to assist in financing the Hotel 
Stevens it would be today in excellent 
shape. 


Commissioner Kidd Confers 


Last week Commissioner Kidd of In- 
diana and Actuaries H. C. Higdon of 
Kansas and C. E. Nelson of Missouri 
met with the so-called policyholders’ 
protective committee of the Illinois Life, 
of which J. M. Crume is secretary. This 
committee urges a mutualization plan 
and suggests that a moratorium of some 
sort be established instead of placing 
a lien on policies. The committee feels 
that if this project is ratified employ- 
ment can be given to a number of the 
former home office staff. The Illinois 
department declined to enter the con- 
flict. 

Several prominent business men, to- 
gether with some bankers of Chicago, 
have submitted a proposal to take over 
the Illinois Life and eventually to mu- 
tualize it. This is independent of all 
other policyholders’, agents’ and attor- 
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Great 
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of History 











CHRISTOPHER COLUMBUS 








CCRISTOPHER COLUMBUS gave to the world one of the finest 


examples of salesmanship. 


He first sold himself on the idea 


that the world was round—an idea that everyone else in those 


times thought preposterous. 
him; they scorned him. 


Men laughed at him; they ridiculed 
But Columbus was not to be denied. 


From maps and charts left him by his father-in-law, he decided 
that a route to the West Indies could be found by traveling west. 
One day his big chance came. Through the intercession of a monk, 
Queen Isabella's confessor, Columbus secured an audience with 
the king and queen and he sold his idea so well that Queen Isa- 





bella was willing to part with her jewels in order to fin- 
ance his expedition. The rest is history. 

Vision, persistence, determination and high courage made 
up the character of Christopher Columbus. 
master mariner, a master navigator, but greater than 
these, he was a master salesman. 


He was a 
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E. S. Ashbrook 
President 


WE WANT MEN 


who have learned to 
Turn Time into Money 
by Careful Planning 
and Constant Work 


To them we offer the support of a company which has 
shown a substantial increase in business in 1932 and the 
cooperation of a management personally experienced in 
selling and agency problems. 





Are You Willing to WORK for a Com- 
pany Which Is Willing to WORK with You? 


John H. McNamara 
Founder 


North American Building, Chicago, Illinois 


| 








Paul McNamara 
Vice-President 























Over $1,800,000.00 paid 
in claims since organization 


Preferred Policies at 
Preferred Rates for 
Preferred Risks 


have been featured by this 
company since its organ- 


ization in 1907. 


Agency openings are 
available in Illinois, In- 
diana, Michigan and 


Missouri. 


BANKERS MUTUAL 
LIFE COMPANY 


FREEPORT, ILLINOIS 


Insurance in force 
over $34,000,000.00 


neys’ movements to mutualize and re- 
organize. 





Missouri State Life Figures 





Some of the Salient Items in the 
A ] Fi ial Exhibit of 
the Company 








The Missouri State Life as of Dec. 31 
shows business in force is $981,201,802 
as compared with $1,124,983,380 the year 
previous. The assets increased from 
$154,944,350 to $155,248,182. The ratio 
of assets to insurance in force increased 
from 13.8 to 15.9. The surplus increased 
from $7,564,953 to $7,735,284, which in- 
cludes $5,000,000 in capital stock. This 
gives it $1,245,342 net surplus, $850,000 
contingent reserve for investments and 
$639,943 dividend surplus. Its new busi- 
ness last year was $111,481,372 as com- 
pared with $157,237,348 in 1931. Of the 
assets $32,905,452 are in bonds, $35,023,- 
629 mortgages, $21,509,446 real estate, 
$2,887,506 real estate sales contracts, 
collateral loans $1,804,884, policyholders’ 
loans $46,743,832, stocks $4,809,924, pre- 
mium notes $800,861, cash $603,831, ac- 
crued interest on investments $2,911,410, 
outstanding premiums $3,966,559. The 
liability put up for the Reconstruction 
Finance Corporation is $6,000,000. 


Receivership Is Now Lifted 


Kentucky Home Life Has Been Restored 
to Its Owners Following Hearing 
at Frankfort 











The Franklin circuit court of Frank- 
fort, Ky., entered an-.agreed order last 
week setting aside the appointment of 
temporary receivers for the Kentucky 
Home Life of Louisville and directing 
Commissioner Senff, who instituted the 
proceedings, to restore the company to 
its original position. The order also 
directed the coreceivers to restore all 
the property and assets to the officers. 

There was an all day conference be- 
tween State Auditor Talbott, officers 
and attorneys of the Kentucky Home 
Life, former Senator James A. Reed of 
Missouri, who represented the Missouri 
State Life, Frank Cohen and Carl 
Sherman of New York City, who repre- 
sented the Insurance Equities Corpora- 
tion. One stipulation in the order in- 
sisted upon by Auditor Talbott was 
that funds and securities should remain 
in the joint custody of the president and 
treasurer and should not be withdrawn 
except upon the signature of the presi- 
dent or vice-president and S. L. Guthrie, 
secretary and treasurer. 


Talbott Insistent in Contention 


State Auditor Talbott was very stead- 
fast in his contention that the Kentucky 
Home Life should not be merely a hold- 
ing company for one-third of the stock 
of the Missouri State. He said that he 
would not be trifled with by attorneys, 
promoters, stock jobbers or anyone else. 
H. Wise, attorney for the Conti- 
nental Bank & Trust Company of New 
York, was present at the hearing when 
it became known that the bank is hold- 
ing a note of $550,000 of the Barnes- 
Cohen syndicate and it is stated that 
more than 50 percent of the Kentucky 
Home Life stock is up for collateral. It 
was agreed that Mr. Wise should go on 
the Kentucky Home board. On Mon- 
day afternoon it was announced that W. 
Harrison, mayor of Louisville and 
president of the Kentucky Home Life, 
was taken ill at his office and went to 
Norfolk hospital for an indefinite stay. 


Much Friction Is Seen 


There is much friction between the 
Louisville interests and those of St. 
Louis and New York as well as the 
Kentucky insurance department which 
seems to be lined up with the Louisville 
crowd. State Auditor Talbott openly 
states that there is only one way in 














which the company can be operated and 
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the state court regarding the reinsurance 
of the Inter-Southern Life and upon an 
entirely legal and honorable basis, 
wherein the interests of a policyholder 
are the only ones to be recognized. He 
stated that it did not matter to him who 
holds the stock so long as the right 
sort of men are elected on the board and 
are chosen as officials. 

Of the 18 directors of the Kentucky 
Home it is stated that all but eight have 
either resigned or submitted their resig- 
nations. 

Annual Meeting Postponed 


The annual meeting of Kentucky 
Home scheduled for this week was post- 
poned until further notice, to permit the 
various interested parties to develop a 
program to be submitted. It has be- 
come known that by agreement the Fi- 
delity & Columbia Trust Co., of Louis- 
ville was asked to endeavor to shape 
up a program for submission, that 
would be acceptable to all interests in- 
volved. That is, apparently, quite a task, 
and will involve many conferences. How- 
ever, there appears to be a much better 
spirit of cooperation displayed as be- 
-tween the different factions. 


Will Move Office to Ottawa 


American Life of Springfield, Ill, Will 
Occupy the Building of the 
Central Life 











The American Life of Springfield, III, 
which was organized three years ago 
under the 1927 act, will move its head- 
quarters the first of the month to Ot- 
tawa, IIl., occupying the building that 
was used as the home office of the old 
Central Life, which later moved to Chi- 
cago. The American Life has made no 
effort to develop owing to depressed 
conditions which developed immediately 
after it started. W. F. Weese, who was 
formerly vice-president and agency man- 
ager of the Central Life, is president of 
the American Life, Don Garrison is 
vice-president, N. B. Heaton, secretary 
and treasurer, Dr. A. J. Roberts, medical 
director, and R. D. Mills, general coun- 
sel. It will specialize in writing 20-year 
term and term to age 60, depositing the 
reserve with the Illinois department. 


Ohio State Life Shows 20 
Percent More Production 








An increase in agency production of 
approximately 20 percent, in spite of 
backward business conditions, was re- 
ported by President U. S. Brandt at the 
Ohio State Life annual meeting. The 
regular quarterly dividend of 2% per- 
cent and special dividend of 2 percent 
were declared. 

Insurance in force totals $82,000,000. 
Assets increased $403,648 in 1932, the 
general contingency fund $50,000 and 
general surplus $35,000. Total surplus 
to policyholders is now $1,700,000. 
Total assets are $14,865,858. These 
include $1,480,000 in United States se- 
curities and $789,000,000 in federal farm 
loan, state and municipal bonds. The 
company’s annual agency assembly is 
being held in Columbus, Jan. 26-28. 


Hartford Life Men’s Safety 
Fund to Be Paid Out Soon 


Under order of Connecticut court sev- 
eral years ago the assets of the satiety 
fund of the men’s division of the Hart- 
ford Life are to be distributed when the 
insurance in force drops to $1,000,000, 
the approximate value of the safety 
fund. As of Dec. 31, 1932, insurance 
in force totaled $1,104,500. Therefore, 
it is likely that the distribution will be 
made this year. 

As of Dec. 31, 1932, insurance in force 
in the women’s division totaled $160,500. 
The court order is that assets of the 
women’s fund be distributed pro rata to 
surviving certificate holders when the 
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to the market value of the investments 
in the fund. Market value as of 1932 
year-end was $36,500 less than insur- 
ance in force. This fund, it is esti- 
mated, will not be distributed until 1935. 

On Dec. 31, 1932, there were 629 cer- 
tificate holders in the men’s division and 
135 in the women’s. The average age ex- 
ceeds 75. 

In 1904 the industrial business of the 
Hartford Life was taken over by the 
Metropolitan Life. In 1913 all of its 
level premium business was reinsured 
in the Missouri State Life. In 1915 an 
amendment to its charter prohibited the 
Hartford Life from writing any more 
business. 

In 1880 the company started its sepa- 
rate safety fund department. The poli- 
cies provided for assessments to cover 
death losses as experienced and for the 
payment in most cases of $10 per $1,000 
of insurance to make up a safety fund, 
also $3 per $1,000 of insurance for pay- 
ment of operating expenses. 





Nebraska Assurance Organized 


LINCOLN, NEB., Jan. 26.—The Ne- 
braska Assurance is being organized 
here as a life affiliate of the National 
Accident, which plans to use its present 
agency force in connection with field 
work for the life company. Secretary 
L. L. Waters reports the National Acci- 
dent had one of the best years in busi- 
ness. It had $303,511 income in 1932, an 
increase of 46 percent; assets increased 
4.5 percent to $214,306. Lapsations were 
heavier, largely among farmers, while 
claims paid increased slightly. 


Conservation Drive Successful 


The drive made in 1932 by Northwest- 
ern National Life of Minneapolis to re- 
duce the lapse ratios of its field men 
came to a successful close last week 
when a total of $5,073 was paid out in 
additional compensation to agents who 
improved their renewal records over the 
previous year. H. W. Yerxa, White & 
Odell agency, turned in the best record 
when all of his first year business ex- 
posed to lapse during 1932 renewed. J. 
P. Powell, Memphis general agent, won 
the largest amount of additional com- 
pensation when he qualified for a total 
of $1,051 by making substantial improve- 
ment over his 1931 record. 


Another International Dividend 


_ Judge Davis of St. Louis has author- 
ized Superintendent J. B. Thompson and 
Massey Wilson, co-receivers Interna- 
tional Life, to pay a dividend of $1.50 
per share to stockholders, which is 6 
percent of the par value. A dividend of 
10 percent was paid some months ago. 
The company was thrown into receiver- 
ship in August, 1928. 











Equitable’s Group Business 


fotal paid group business in all de- 
partments of the Equitable of New York 
exceeded 1931 by more than $100,000,000. 
There was a considerable increase, more 
than $3,000,000, in the total group pre- 
mium income over the previous year, the 
increase in group pensions being par- 
ticularly noticed. Vice-president W. J. 
Graham reported at the Atlantic City 
managerial convention of the Equitable 
that although complete records are not 
available for all companies, it is antici- 
pated the total group insurance in force 
was not seriously affected by the re- 
duced pay-rolls and unemployment of 
the last year. 
_ The Equitable’s total group produc- 
tion last year was $255,862,416 as against 
$152,060,628 in 1931, and group premium 
income last year, $23,841,803 as com- 
pared with $20,590,473 in 1931. 


Kansas City Life Figures 

The Kansas City Life’s new state- 
ment shows assets $73,249,491. The 
main items in its investments are real 
estate loans $34,133,967, real estate in- 
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loans $19,780,163, bonds $7,511,246, cash 
$689,776, premiums in course of collec- 
tion $2,402,755. Its capital is $1,000,000, 
its assigned surplus to policyholders 
$996,578, other assigned funds $700,000, 
unassigned surplus $6,527,543, giving its 
total surplus to policyholders $9,224,121. 
Its new insurance last year amounted 
to $70,462,712 and it has total insurance 
in force $402,319,735. President J. B. 
Reynolds makes this significant state- 
ment: “The management of this com- 
pany is not engaged in any other busi- 
ness but than that of the Kansas City 
Life. The management has not bor- 
rowed a dollar or sold a single security.” 





Bankers Mutual Figures 


President J. C. Peasley of the Bank- 
ers Mutual Life of Freeport, IIl., in is- 
suing its annual statement shows insur- 
ance in force $31,213,000, assets $781,712, 
total liabilities $155,653. Eighty percent 
of its investments are in municipal bonds 
and the rest in first mortgage bonds of 
power, light, gas and telephone compa- 
nies. It has sustained no permanent 
loss on any invested asset, according to 
Mr. Peasley. New business last year 
was $8,843,000. This is more business 
than was issued in any year except 1930 
or 1931. The Bankers Mutual is li- 
censed in Illinois, Michigan, Indiana and 
Missouri. 


Dividends Are Omitted 

The North American Life of Chicago 
has omitted its usual cash dividend pay- 
able at this time. Loans on policies 
have been excessive with all companies, 
Chairman John H. McNamara states in 
a message to the stockholders, and until 
the general situation improves, he ex- 
presses the belief that companies should 
maintain an adequate cash position. Mr. 
McNamara states that the insurance 
commissioners of many states are advo- 
cating all life companies omitting divi- 
dends to stockholders temporarily. 

Mr. McNamara stated that following 
the calamity of the world war and in- 
fluenza epidemic, 14 years ago, the next 
year the North American Life resumed 
its 20 percent dividend to stockholders. 
Extensive economies have been effected 
by the North American Life in the last 
three years, he stated. 


Fishman Leads Lincoln National 


Morris Fishman, Detroit general agent 
Lincoln National Life, led his company 





in paid business in 1932. Clyde Chad- 
dick, San Antonio, Tex., was second, 
and L. C. Thomas, Des Moines, Ia., 
third 


The O. D. Douglas agency of Texas 
led in paid business, with the northern 
Indiana agency and the southern Cali- 
fornia agency following. 





New National Guardian Director 


George E. Johnson, vice-president 
Gisholt Machine Company, Madison, 
Wis., has been elected a director of the 
National Guardian Life to fill the va- 
cancy caused by the death of Rev. P. 
B. Knox. 

The home office of the National Guar- 
dian Life will be moved March 1 to the 
Wisconsin Power and Light Company 
building. 





Company Notes | 


Directors of the Central Life of Iowa, 
at the annual meeting, reelected all the 
officers. 

The Yeomen Mutual Life of Des Moines 
has been licensed in Canada with B. Mc- 
Farlane, Winnipeg, as Canadian chief 
agent. 

The Pacifie National Life of Salt Lake 
City has moved its home office from the 
Deseret Bank building to the McCornick 
building. 

The United Benevolent Societies, Mil- 
waukee, formerly of Watertown, Wis., 
has ceased operations except for the pay- 
ment of outstanding claims for which as- 
sessments were called and collected as 








Trust Agreements That 
Sell Life Insurance 


Through Connecticut General trust agree- 
ments men make money invested in life insur- 
ance go as far as possible toward replacing 
earning power. 

There are forms for the man who can pro- 
vide for his family only through a readjustment 
period as well as for the man who can afford a 
complete financial program. 

These simple easily mastered agreements 
make insurance more salable by focusing atten- 
tion on the purposes for which it is taken. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 








of Dec. 10, 1932. 





cluding the home office $6,278,731, policy 





Bob MacKay 


PRESIDENT 








1933 Julian Price Club 


In earning the presidency of his Com- 
pany's highest honor club Bob MacKay’s 
1932 exposed business of over $300,000 
renewed 100%. . . A splendid tribute 
to Bob's underwriting ability and the 
Jefferson Standard service he sells. 





A Jefferson Standard contract offers 
a real opportunity to men like Bob 
MacKay. 


@ For information, address: 
A. R. Perkins, Agency Manager 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


Julian Price, President 


Greensboro, North Carolina 
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Backward Step for Indiana 


Worp is passed around that a movement 
is being started in the Indiana legislature 
to bunch the Indiana insurance department 
with other departments in the state and 
have a supervisor over all of them with the 
thought of bringing about economy and 
greater efficiency. In this way the insur- 
ance commissioner would be subordinated 
to a higher official. If this step be taken 
it will be a long backward one for Indiana 
insurance-wise. Just now Governor HorNER 
of Illinois has stated that he feels the sub- 
ordination of the insurance department in 
his state has been a mistake. He may 
recommend even at this session restoration 
of the department to its former position. 
Nebraska also has a double decked arrange- 
ment, which has not been satisfactory. It 
is now trying to unscramble the omelet. 

The insurance business is so large in its 
scope and so far reaching that the policy- 
holders deserve protection that is protec- 


tion. The subordinated insurance commis- 
sioner naturally loses his authority. It 
opens the way for more political juggling 
at the state house. The Virginia depart- 
ment, which in days gone by under Col. 
JosepH Button, was one of the strongest 
in the country, has been placed under a 
commission and. as a result its force and 
power are gone. Wherever this plan has 
been put into play it has proved a failure. 
Indiana is one of the great insurance states 
of the country because it has so many 
home offices. The people of this country 
are reqiiring better supervision and regu- 
lation along fundamental lines. Insurance 
enters into the lives and activities of so 
many people that the insurance commis- 
sioner should be accountable only to the 
governor. We hope Indiana will not com- 
mit a major error and weaken its standing 
in regard to the matter of insurance 
regulation. 


‘‘Forgotten Man’’ Is Discovered 


Rooseve.t’s “forgotten man” has been 
located. He was in attendance at the 
meeting of the insurance and banking 
sub-committee of the House District of 
Columbia committee, when a_ hearing 
was held on the proposed insurance code 
for the District. During rollcall, when 
each of those in the room was asked to 


give his name and the particular interest 
he represented, the chairman put the 
question to one individual who seemed 
in a daze as to what it was all about, 
only to be informed that he was a mem- 
ber of the committee, and it later devel- 
oped, has held that position for some 
time. 


Beware of “Puff Sheets”’ 


Tue Associatep Business Papers, an 
organization of trade newspapers and jour- 
nals, of which THe NATIONAL UNDER- 
WRITER is a member, sends out a warning 
to business people, saying that so-called 
“puff sheets” are exceedingly active at 
this time, owing to reduction in adver- 
tising and other support. The approach 
is to write up a laudatory article -about 
a man or an institution and then sell 


him extra copies of papers in bulk. The 
bulletin sent out by the AMERICAN Bust- 
NESS Papers says: “So far as A. B. P. 
headquarters have learned “puff sheets” 
have no new tricks. The same old 
racket is repeated over and over prob- 
ably within the law.” Usually circula- 
tion is meager or non-existent. These 
publications are able to exist only 
through “write ups.” 


Getting After the Old Bills 


The comptroller of the currency at 
Washington states that some $472,000,- 
000 in old-fashioned, large sized paper 
currency is still in circulation. This 
represents about 10 percent of the entire 
amount issued in that size. Perhaps this 


$472,000,000 is being hoarded. If it were 
possible for life men to find out who is 
holding back on this old-fashioned cur- 
rency, such would be mighty good pros- 
pects. There would be no better way to 
put it back into use. 








PERSONAL SIDE OF BUSINESS 





Perry Uncapher, veteran of the Indi- 
ana agency of the Bankers Life of Iowa, 
who has written at least one application 
in each of 196 consecutive weeks, has 
resolved to write at least three appli- 
cations each week in 1933. He was 
living up to his resolution at the close 
of the first two weeks with four appli- 
cations written each week. 


S. F. Westbrook, vice-president of the 
Aetna Life in charge of farm mort- 
gages and chairman of the Insurance 
Farm Mortgage Conference, left Hart- 
ford Jan. 21 for an _ extended trip 
through the middle west for his com- 
pany. He will confine most of his vis- 
its to Iowa, Missouri, Kansas and IIli- 
nois. 


A. L. Portteus, treasurer of the In- 
dianapolis Life, is chairman of the in- 
surance committee of the Indiana sen- 
ate. 


Mrs. R. C. Lowes, Jr., wife of the 
supervisor of the Lincoln National Life 
at Peoria, Ill., died recently after a 
week’s illness of pneumonia. 


A. J. McAndless, vice-president Lin- 
coln National Life, has been elected a 
director of the Fort Wayne, Ind., Coun- 
try Club. 


President Emmet C. May of the Pe- 
oria Life has been confined to his home 
the past week due to an attack of the 
“flu.” He is showing improvement each 
day and is expected to return to his 
office in a few days. 


A. A. Drew, general agent in Chicago 
for the Mutual Benefit, and Mrs. Drew 
recently returned from their farm home 
in Maine. 


C. J. Humphrey, general agent at Lin- 
coln, Neb., for the Missouri State Life, 
was killed there under the wheels of a 
Burlington passenger train. The engi- 
neer said Mr. Humphrey had stepped 
on the tracks from behind a string of 
box cars, and that he was unable to 
stop in time. 


Clifford N. Force, for a number of 
years comptroller of the Bankers Re- 
serve Life of Omaha, killed himself by 
inhaling gas. He had been in poor 
health since the death of his wife. 

W. J. Arnette of San Francisco, coast 
manager of the Fidelity Mutual Life, 
visited the head office last week when 
the managers were meeting there. He 
spent a few days in Chicago where he 
was at one time manager of the com- 
pany. 


W. A. Law, president of the Penn 
Mutual, is chairman of a committee in 
Philadelphia which is conducting a city- 
wide “renovize” campaign, having to do 
with the spring clean-up and paint-up 
movement. Gen. W. Atterbury, 
president Pennsylvania railroad and a 
trustee of the Penn Mutual, spoke Jan. 
23 over the NBC chain from WEAF 
in New York City on “The Pennsyl- 
vania Railroad—in Civic Responsibility,” 
in furtherance of the Philadelphia drive. 
The effort there is attracting nation-wide 
attention and is being hailed as a definite 
contribution to relieving the unemploy- 
ment situation. 


William Rothaermel, superintendent 
of agencies, central department, Equitable 
of New York, has returned from his 
quarterly review of agencies in the ter- 
ritory, having made a circuit taking in 
St. Louis, Oklahoma City, Indianapolis 
and St. Paul. He finds the situation as 
affecting life insurance much better 
throughout the territory. Much more 
business is being written and the older 
men are beginning to rise superior to 
the conditions which peculiarly affected 


them earlier in the depression period, 
Collections are better, partly due to the 
fact that agents are not taking so many 
chances on financing as formerly. 


Friends and associates of S. T. What- 
ley, general agent of the Aetna Life in 
Chicago, who March 1 becomes vice- 
president of the Aetna Life in charge oj 
agencies, are planning a farewell party to 
be held there Feb. 6 in a bungalow atop 
the Hotel Sherman. This will be an in- 
vitation affair and formal. Music will 
be provided by Ben Bernie and his or- 
chestra. C. M. Cartwright, managing 
editor THe NATIONAL UNDERWRITER, will 
be toastmaster and Mr. Whatley will be 
permitted to sing his swan song insofar 
as his Chicago general agency days are 
concerned. Norris Bokum of Bokum 
& Dingle, general agents Masaschusetts 
Mutual, is in charge of general arrange- 
ments; Marc A. Law, general agent Na- 
tional of Vermont, of invitations; E. B. 
Thurman, general agent New England 
Mutual, of program; E. B. Dudley, man- 
ager Travelers, of finances, and Walt 
Tower, managing director Chicago As- 
sociation of Life Underwriters, has a 
roving commission. 

Stanley Postel, a member of the 
agency force of Col. P. J. Nessey, met- 
ropolitan manager for the Great Amer- 
ican Life of San Antonio, Tex., sold a 
policy about four months ago to a “very 
charming” young lady. A few days ago 
he brought her into the home office and 
introduced her as Mrs. Postel. Com- 
pany officials are convinced that was “a 
real job of selling,” and believe that he 
will “keep that business on the books.” 


M. W. Hess, secretary of the Madison 
(Wis.) Association of Life Underwrit- 
ers and a member of the A. C. Larson 
agency for the Central Life of Iowa, has 
been elected president of the Zion Luth- 
eran Church in Madison. He is believed 
to be the youngest man ever elected to 
that position. 


Charles F. Coffin, general counsel 
State Life of Indiana, has been made 
chairman of the legislative and legal! at- 
fairs committee of the Indianapolis 
chamber of commerce. 


E. J. Hall, 52, assistant manager o! 
the Life of Virginia at Columbus, O., 
died last week after six months’ illness. 

J. R. Raub, 58, secretary of the In- 
dianapolis Life, died of a sudden heart 
attack Jan. 23 at his home in Indianap- 
olis. He had suffered from heart trou- 
ble for a number of years, but had been 
at his office the day previous, He was 
brother of Vice-president E. B. Raub 
and had been with the company since 
its organization in 1905. 


Arthur F. Hall, president Lincoln Na- 
tional Life, has resigned as a director of 
the sixth district home loan bank, |o- 
cated in Indianapolis. 


H. C. Hintzpeter, Chicago manager o! 
the Mutual Life of New York, was 
elected a director of the New Century 
Casualty of Chicago. 


R. C. Newman, since 1917 executive 
special agent for the Missouri State Lile 
and for many years its leading personal 
producer, has resigned. During his 
career with the Missouri State Life Mr. 
Newman paid for $2,000,000 or more 
each year and in the past ten years his 
production exceeded $25,000,000. He has 
a very large clientele among leading 
business men and bankers in Chicago 
and New York. When the control 0! 
the Missouri State Life was in the hands 
of M. E. Singleton and his associates, 
Mr. Newman was one of the leading 


stockholders, holding approximately 2. 





500 shares which he sold to Rogers Cald- 
well for $75 a share. Prior to joining 
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Bring on 
your 19336 


Life Insurance has 
played a big part in the 
economic affairs of the in- 
dividual and of the nation 
during the past twelve 
months. 


We who are privileged 
to be engaged in Life In- 
surance share a thrill of 
satisfaction at the per- 
formance of our business 
in 1932. 


The New Year brings a 
new opportunity for even 
greater service — a chal- 
lenge to each of us to live 
up to the record of our 
business. 

Certainly there are 
problems to be faced— 
but our reborn faith and 
our youthful fighting 
spirit prompts us to say 
again— 


Bring on your 1933! 


The 
GUARDIAN LIFE 
INSURANCE 
COMPANY 
of America 


Established 1860 
50 Union Square, New York 
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the Missouri State Life Mr. Newman 
was with the Prudential in St. Louis. 
His early business career was spent in 
newspaper and advertising work. 

W. W. Moore, former vice-president 
of the Inter-Southern Life, prior to the 
Dorsey control, has been dangerously ill 
at a Louisville hospital following an 
operation. A blood transfusion was re- 
sorted to Sunday, after which he was 
reported to have rallied. 


O. L. Holland, formerly president 
American National of St. Louis, has 
joined the Lincoln Liberty Life of Ne- 
braska in an executive capacity in the 
agency department. Mr. Holland started 
in the life insurance business in Omaha 
25 years ago with Ira Crook, now presi- 
dent, and Joseph Albin, general man- 
ager. He recently resided at Topeka. 


Peter A. Collins, 49, connected with 
the Boston general agency of the Penn 
Mutual Life for 34 years, died last week. 
Mr. Collins served as clerk, cashier and 
producer under six general agents. He 
was prominent in the Insurance Society 
of Massachusetts and a past president of 
the Boston Life Underwriters’ Associa- 
tion. 

George E. Lackey, Oklahoma City gen- 
eral agent Massachusetts Life and past 
president National Association of Life 
Underwriters, has been named nationat 
councillor for the Oklahoma City cham- 
ber of commerce and a director of the 
Oklahoma better business bureau. Mr. 
Lackey will represent Oklahoma in con- 
ferences held by the United States 
Chamber of Commerce. 


John Thompson, general agent for the 
Connecticut Mutual Life in Hartford, 
drove to Hollywood, Fla., for the com- 
pany’s agency convention. 


George T. Wight, manager of the Life 
Presidents Association, has been con- 
fined to his home with illness for some 
days. 





CONVENTIONS 
Union Central Men Gather 


Members of $500,000 Club in Convention 
at Miami Beach—Largest Group 
on Record 

















The $500,000 club of the Union Cen- 
tral will meet with officers and man- 
agers next Monday at Miami Beach, 
Fla., for a three-day convention which 
will be the largest in the club’s history. 
There are 54 members this year, who 
produced more than $30,000,000 last 
year. 

The home office contingent, headed 
by President W. Howard Cox, will 
leave Cincinnati Saturday on three spe- 
cial cars, which also will carry club 
members from the middle west. 


Subjects on Program 


“Merchandized Selling,” the com- 
pany’s new sales technique developed to 
meet changed conditions, will be the key 
topic of discussions and addresses. The 
meeting will be opened by Herman 
Stark, New York City, president of the 
club by virtue of having made the best 
sales record during the year. : 
Boehm, Atlanta, is vice-president. 

Among speakers and subjects sched- 
uled the opening day are: W. F. Han- 
selman, assistant superintendent of 
agencies, on “The Evolution of Mer- 
chandized Selling”; J. W. Rivers and 
Paul Hommeyer, district supervisors, 
joint discussion, “The Agent’s Part in 
Merchandized Selling”; Howard Hen- 
derson of the J. Walter Thompson ad- 
vertising agency, “Advertising’s Part in 
Merchandized Selling’; Jerome Clark, 
vice-president, “Merchandized Selling as 
Applied to 1933.” ‘ 

At a banquet Monday night Vice- 














president Clark will. present the club 








THE MAN OF THE HOUR « « 





T no time in the history of the 

life insurance business have so 

many people been made aware of 

the need for and the benefits to be 

derived from life insurance as at 
present. 


In the minds of millions has been 
burned the fact that life insurance is 
an absolute necessity. Economic con- 
ditions have dammed up the desires 
of millions of people, people in every 
hamlet, village, town and city in 
America. Bettered economic condi- 
tions will open the floodgates and 
the demand for life insurance will be 


Gud domes er greater than ever before. 


ings in lowa, Illinois, 
Missouri, Ohio and 
Pennsylvania. 


The life insurance salesman will be 


THE MAN OF THE HOUR. 


BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Lincoln, Nebraska 


Home Office 

















EASIER PROSPECTING 


Does he need it? Can he get it? 
These first two questions in pros- 
pecting must be answered by Fi- 
delity agents as well as all other 
agents. But Fidelity’s lead service 
in most cases answers for its agents 
the third fundamental question of 
prospecting—can he pay for it? 


Send for booklet 
“The Company Back of the 
Contract” 


The Selection is Good 


It automatically separates the wheat from most of the chaff. Those 
who reply for the most part can pay for the protection. Thus the 
most important feature of today’s prospecting is minimized for 
Fidelity workers. 


ff IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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SOMETHING NEW suc JS NEW 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 

regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri. 


NTERSTATE RESERVE 


LIFE INSURANCE 
COMPANY 
Mutual Legal Reserve Life Insurance 


Ten East Pearson Street : : : Chicago 














UNUSUALLY ATTRACTIVE 
DIRECT HOME OFFICE CONTRACT 


In Unassigned Territory 


GREAT REPUBLIC LIFE INSURANCE CO. 
T. J. McComs, President 


1300 Great Republic Life Building, Los Angeles, California 




















Organized 1870 
MUTUAL LIFE INSURANCE COMPANY 
of Baltimore 
Home Office: Charles & Chase Sts., Baltimore, Md. 
PARTICIPATING ORDINARY NON-PARTICIPATING 
INDUSTRIAL 











INSURANCE 


THE UNITED STATES LIFE lUSmipanr 


Organized 1850 In the City of New York Non-Participating Policies Only 
Over 80 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 

















insignia to 67 members, including 13 
manager members. 

President Cox will be the chief 
speaker Tuesday morning. Other ad- 
dresses will be by Dr. William Muhl- 
berg, vice-president and medical direc- 
tor, and E. E. Hardcastle, chief actuary. 
There will be an agents’ conference pre- 


sided over by C. A. Blatchley, New 
York City. 

The afternoon session will be an 
agents’ conference and informal ex- 


change of selling methods and ideas. 
Theodore Bumiller, Cincinnati agency, 
will preside. 


Ohio State Agents Meeting 
at Home Office This Week 





The annual agency meeting of the 
Ohio State Life is being held this week 
in Columbus. Frank L. Barnes, agency 
vice-president and W. V. Woollen, su- 
perintendent of agents, are presiding 
over the sessions and the address of 
welcome was delivered by President U. 
S. Brandt. The response was made by 
Alfred Guay, Los Angeles manager, who 
tops the list of the company’s producers 
and was elected head of the Oslico 
Leading Producers Club. R. W. Law of 
Chicago was chosen secretary. T. S. 
Holcomb, Charleston, W. Va., manager, 
was elected president of the second club 
and F. W. Hoch, Marion, O., was chosen 
secretary. With Messrs. Guay and Law 
in the first club, are W. H. Hecht, Ce- 
lina, O., and L. A. High, Columbus. 

Outside speakers are A. R. Jacqua, as- 
sociate editor of “Diamond Life Bulle- 
tins,” and Dr. H. C. Kahlo, president 
Central Laboratories, Indianapolis. Dr. 
C. E. Schilling, vice-president and medi- 
cal director, is to talk on “Murmurs and 
Palpitations From the Medical Depart- 
ment.” 


Plan Northwestern Conference 


MILWAUKEE, Jan. 26.—Plans for 
the annual conference of the General 
Agents’ Association of the Northwest- 
ern Mutual Life in Chicago, Feb. 13-15, 
were discussed by officials and commit- 
teemen at the home office here last week. 
One general meeting will be held this 
year, instead of the usual three zone meet- 
ings in the east, middle west and west. 
H. L. French, Madison, Wis., is presi- 
dent of the general agents’ organization. 

President M. J. Cleary will speak on 
the first day. Speakers will also include 
Norval A. Hawkins, author of “The 
Selling Process.” Discussions will be 
led by a general agent from each of the 
three zone groups, on “Reviving Produc- 
tion for Old Agents,” “Coaching New 
Agents Into Production,” and “Conser- 
vation of Business.” 


Agency Building Discussed 


RICHMOND, Jan. 26.—Plans for 
agency building were given _ special 
prominence in discussions at the annual 
meeting of general agents of the Atlan- 
tic Life here last week. A number of 
the general agents detailed methods 
successfully pursued by them in build- 
ing business and training agents. A. O. 
Swink, president, outlined the satisfac- 
tory progress made by the company in 





1932. Other home office speakers were 
W. M. Morris, vice-president; and Dr. 
F. P. Righter, medical director. W. H. 
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Sales Possibilities Undeveloped in Maryland! 


We Have Some of the Best Counties in the State Open! 
Generous Contract—Full Policy Service 
Sincere Home Office Cooperation 
Let Us Tell You Which Are the Best Counties and Why. 


George Washin ngt on Life Insurance Company 


» WEST VIRGINIA 




















vice-president 


Harrison, 
presided. 


agencies, 


“What Price Policy Loans?” by A. | 
McAlister of Greensboro, N. C. 





Bankers Plans Managers Schoo 


Managers of the agencies of the Bank. 
ers Life of lowa which show a substan. 
tial increase in new business the firs; 
6% months of 1933 will attend an agency 
managers’ school of instruction in Chi. 
cago in August. Each agency has bee: 
assigned a definite quota consisting i 
most cases of an increase of 10 percent 
over the production for the same period 
of 1932. 


Provident Mutual Conference 


The general agents of the Provident 
Mutual Life will hold their annual 
meeting at Biloxi, Miss., starting Feb. ¢ 


Equitable General Agents Meet 


General agents of the Equitable Life 
of Iowa held their annual meeting in 
Des Moines last week. Approximate) 
80 were in attendance. President Henr 
S. Nollen was honored at the banquet 
closing the two-day convention. One di 
the features of the banquet was the pre- 
sentation by the field force of a bronz 
memorial plaque of the late B. F. Hai- 
ley, former vice-president. The plaque 
will be hung in the home office. 


Massachusetts Mutual Meet 


The Massachusetts Mutual Life’s gen- 
eral agents association will meet in St 
Louis Jan. 27-28. George E. Lackey, 
Oklahoma City general agent, who is 
one of the speakers, will talk on “Stress- 
ing the Investment Side of Life Insur- 
ance in Today’s Selling.” 














Convention Terms Announced 


The Texas Prudential of Galveston 
has announced the terms for qualifica: 
tion to the 1934 convention of the “Big 
Star Club,” which probably will be heli 
in Mexico City. The time for qualifying 
is from Jan. 1 to Dec. 31, 1933. 





F. B. Williams, Bozeman, Mont., pro- 
ducer of the Bankers Life of Iowa, has 
been reelected president of the Montana 
Sportsmen's Association. 





Riehle Gives Sales Tips 
at Philadelphia Meeting 





Theodore M. Riehle, New York City 
associate manager Equitable of Ne 
York, discussed the mechanics of selling 
at the Philadelphia Association of Lite 
Underwriters’ meeting last week. 

Mr. Riehle said that the old policy- 
holder is the best bet in prospecting 
“Develop one idea rather than 77 ideas 
he said. “Follow a single plan of pros 
pecting, of presentation and of generé 
operation and master that plan.” Mr. 
Riehle is opposed to the cut-and-dri¢ 


“canned” sales talk but he favors 2 
standardized system of approach, 2 
workable method of “getting the ba 
rolling.” 


Stresses Three Requisites 


Enthusiasm, aggressiveness and direct 
action are the points which go to -_ 
up the equipment necessary to success! 
selling, he said, with enthusiasm the 
most important. ; 

Asserting that no man is successit! 
unless he is financially independent ° 
his business, Mr. Riehle gave a sales idea 
which he has used during the past ye 
to sell business insurance. The pla. * 
to have the business executive heds* 
the stability of his enterprise by OMe 
chasing business insurance, meeting ¢ 
ebjection of no funds with the recom 
mendation that he draw sufficient mone 
from the income of the business to vv 
the premiums. “Make it a part of = 
obligations of the business to pay ™ 
its own protection.” 
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meeting was the presentation of a play 
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LIFE AGENCY CHANGES 
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v. F. Pettric Goes on His Own 





“Millionaire” Producer and Successful 
Milwaukee General Agent Resigns to 
Open Independent Office 





Victor F. Pettric, million dollar per- 
sonal producer at Milwaukee, has relin- 
quished his general agency for the Mu- 
tual Trust Life, consisting of 22 pro- 
ducers, and has established a private of- 
fice in 834 Bankers Building where he 
will concentrate on personal production. 
He went with the Mutual Trust in 1929 
and was a member of the Million Dollar 
Round table for the past two years. He 
strongly advocated high educational 
standards in life underwriting and for 
two years conducted a school on life 
insurance fundamentals which was at- 
tended by agents of many companies. 
He will specialize in life trusts and gen- 
eral estate problems and has associated 
with him a tax expert, ‘C. P. A. and at- 
torney, in the Estate Conservation Com- 
pany which will handle all estate mat- 
ters. 

Takes Leading Position 


During the past three and one-half 
years as general agent for the Mutual 
Trust Mr. Pettric established some not- 
able records. He believes in weekly 
production and has written weekly one 
or more applications for the past four 
years. Mr. Pettric will continue to rep- 
resent the Mutual Trust in addition to 
several other companies. For the past 
three consecutive years he has qualified 
as president of the “Old Faithful club” 
of the Mutual Trust as leading personal 
producer. 

J. L. Wallin 

J. L. Wallin, formerly with the Provi- 
dent Life & Accident as Arkansas man- 
ager, has been appointed manager of 
the Little Rock general agency of the 
Pyramid Life of that city. In his first 
twelve months as a life underwriter, he 
produced $300,000 of new business. 


H, E. Palmer 


H. E. Palmer, agency manager of the 
Bankers Life of Iowa at Fort Worth, 
Tex., has resigned. He plans to return 
to Wisconsin where he will become af- 
filiated with the F. T. Johnson agency. 
Mr. Palmer became connected with the 
Bankers Life in 1921 in Kentucky. He 
later located at Kenosha, Wis. When 
€ was appointed manager at Fort 
Worth he was district supervisor in Wis- 
consin. 





C. H. Simpson 


C. H. Simpson, Long Beach, Cal., dis- 
trict manager, Minnesota Mutual Life 
for the past year, has been transferred 
to Los Angeles as agency supervisor. 
Mr. Simpson was formerly state man- 
ager for North Dakota for 15 years and 
was the company’s largest personal pro- 
ducer in 1926. 


C. W. Campbell 


The Fidelity Mutual Life has ap- 
Pointed C. W. Campbell manager at 
Rochester, N. Y., with offices at 523 
Cutler building. 


Irving W. Giese 
Irving W. Giese, formerly of the 
etna Life in Chicago, has been ap- 


* pointed general agent of the Continental 


Assurance at Elmhurst, Ill. He will 
Continue his Chicago business, however, 
Servicing it from the Continental’s 
branch in the Insurance Exchange. 


E. V. Reed, O. J. Fisher 
“ V. Reed has been placed in charge 
ot the Union Central Life’s Wichita, 
\an., office, which is under the super- 
vision of the Kansas City, Mo., branch. 


O. J. Fisher, retiring general agent, goes 
to Dayton, O., as assistant general 
agent. 





M. A. Jones 


Marcus A. Jones has been appointed 
superintendent of the Western & South- 
ern Life in Louisville. He was formerly 
supervisor of agents for the Inter-South- 
ern Life and later for the Kentucky 
Home Life. 





Hugh B. Dow 


Hugh B. Dow has been appointed 
manager of the ordinary department for 
the American National of Galveston at 
Fort Worth. He started in the business 
as auditor for the Fort Worth Life in 
1920. When that company was consoli- 
dated with the Southern Union Life in 
1924, he was made renewal secretary. 
In 1930 he entered the selling field and 
made a record with the Southern Union 
Life and later with the State Reserve 
Life of Fort Worth. 





David M. Niver 


The Guardian Life has appointed 
D. M. Niver as Philadelphia general 
agent, succeeding James A. Tyson, who 
was recently transferred to New York 
City to take charge of one of the newly- 
created agencies in the metropolitan dis- 
trict. 

Mr. Niver is a native of Philadelphia 
and attended the University of Pennsyl- 
vania. Entering life insurance in Brook- 
lyn as an agent in 1919, he later became 
manager of his agency and later served 
in a managerial capacity in Rochester, 
N. Y., and Newark, N. J. He brings to 
his new duties a wide background of 
successful experience in the life field. 





C. C. Wimbish 


Charles C. Wimbish has resigned as 
agency manager of the Pilot Life. 
Greensboro, N. C., to become general 
agent in western North Carolina for the 
National Life of Vermont. He will 
maintain his office in Greensboro. His 
successor is not to be named until after 
the company’s annual meeting next 
month. Mr. Wimbish will be the honor 
guest at a farewell dinner by Pilot 
executive staff members Jan. 31. 





C. A. Buchholz 


C. A. Buchholz has been appointed 
district manager for the Mutual Life of 
New York with offices at 315 Rockford 
National Bank building, Rockford, IIL, 
under jurisdiction of the C. L. Coyner 
agency in Chicago. Mr. Buchholz was 
formerly associated with the Minne- 
apolis agency. 


R. A. Hunter 


R. A. Hunter has been appointed 
by the Fidelity Mutual Life as agency 
manager at Raleigh, N. C., with E. S. 
Freeman as assistant manager in charge 
of business promotion. For 11 years 
Mr. Hunter was general agent at Ral- 
eigh for the Union Central Life com- 
pany. Mr. Freeman has been with the 
Fidelity Mutual in Raleigh for 20 years. 





Life Agency Notes 














The Continental Life of St. Louis has 
appointed G. H. Hall general agent at 
Poplar Bluff, Mo. 

E, E. Lehman, Columbus, O., has been 
appointed district manager of the Equi- 
table Life of New York for five Ohio 
counties. 

Two agency units which heretofore 
have been covering St. Paul, Minn., for 
the Equitable Life of New York have 
been combined under the leadership of 
T. M. Alexander, H. L. Merrick, who led 
one of the units, has resigned. 
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LIFE INSURANCE 


SINCE 1845 


To be a company distinguished by successful 
service to all its members is the Mutual Benefit 
ideal. Each added benefit and each freedom from 
restriction offered in new policies is extended 
also to old policyholders wherever possible. That 
is why Mutual Benefit life insurance has been 


modern since 1845. 


THE MUTUAL 
BENEFIT 


LIFE INSURANCE COMPANY «© NEWARK, NEW JERSEY 
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PRACTICAL|: 
SALES 
HELPS... 


The only company which de- 
— full legal reserve on 

policies with the State 
of Illinois. . 


PARTICIPATING 
NON-PARTICIPATING 


A complete line of 
ACCIDENT & HEALTH policies. 


COMPLETE COVERAGE 
COMBINATION POLICY. . 
(Life and Accident & Health in 
one contract). 


An ORGANIZED SALES PLAN 
which gets results. . 





ABRAHAM LINCOLN 


Life: Insurance Company 
Springfield, Illinois 
H. B. Hill, President 




















LOW RATES 


You can always find 
comtortable rooms- 
hospitable service 
and excellent inex- 
pensive cuisine.... 


FROM FOUR DOLLARS 
A DAY 


MARK HOPKINS 


THE FAIRMONT 
HOTELS 


OVERLOOKING SAN FRANCISCO 


four minutes from 
Shops and Theatres 
Garage in building 














AS SEEN FROM CHICAGO 





NORTHWESTERN’S FOUR HORSEMEN 


At the annual banquet of the Hobart 
& Oates general agency of the North- 
western Mutual Life, R. H. Hobart in 
presenting the prizes referred with great 
pride to the “Four Horsemen” of the 
office, who in point of service and age 
belong in the founding fathers’ class. 
Their average period of service in the 
Northwestern Mutual is approximately 
40 years and their average age is 80. 
N. E. Diilie, who is 84 years of age, 
started with the office in 1898. W. C. 
Gartside, who is 81 years of age, started 
in 1894. Herbert Mackie, 76 years of 
age, started in 1888, and A. C. Mur- 
dough, 76 years of age, in 1892. Mr. 
Mackie, therefore, has the distinction of 
being the longest in point of service 
with the agency and he is the dean of 
the organization in that respect. All 
four men are highly esteemed and have 
characteristics that bring out their indi- 
viduality in bold relief. 

x * * 
DREW OFFICE DOES WELL 

The A. A. Drew agency of the Mu- 
tual Benefit in Chicago finished 1932 
with only about $300,000 less paid busi- 
ness than in the previous year, inci- 
dentally paying for more than $1,000,000 
in December. There were two men in 
the agency who paid for over $1,000,000 
each, Bruce Parsons and Paul W. Cook. 
Both had the biggest years in their ex- 
perience. Mr. Parsons paid for $1,160,- 
000 in the Mutual Benefit with 60% 
cases and approximately $200,000 placed 
elsewhere. Mr. Cook paid for $941,000 
in the Mutual Benefit under 30 2/5 cases 
and approximately $300,000 elsewhere. 
He thus had an average case approxi- 
mately $31,000. Their December pro- 
duction was large, Mr. Cook paying for 
$406,000 in the month and Mr. Parsons, 
$252,000. There were 12 full time agents 
in the Drew office who last year in- 
creased their production over 1931 and 
two new agents attained the honor roll 
by paying for more than $120,000 in the 
year. The leader in number of lives in- 
sured was Dave Dawson, with 69 3/5 
lives. It was noted in the agency that 
although brokerage business fell off, 
agency production was increased. 

x * * 
PLAN BOWLING TOURNAMENT 


The Whatley agency of the Aetna Life 
in Chicago plans to start early in Feb- 
ruary a bowling tournament with the 
Milwaukee general agency of A. E. Mie- 
lenz, also of the Aetna, each office to 
have two teams and to play games al- 
ternately in the two cities. 

- 
KERBER AGENCY AHEAD 


The H. E. Kerber agency of the 
Equitable in Chicago closed 1932 ahead 
of the previous year, having an increase 
of a little over 1 percent in volume and 
also a greater number of club members 


than in 1931. 
* * * 


FORM C. L. U. STUDY GROUP 


A C. L. U. study group has been or- 
ganized in the A. E. Patterson general 
agency of the Penn Mutual in Chicago. 
It is under direction of G. A. Brown, 
past president national chapter of C. L. 
U., and Hugo Schmitt, educational di- 
rector of the agency. Some 20 agents 
are enrolled. The work now includes 
only sections I and II of C. L. U. ex- 
aminations, but the other three sections 
will be covered later. 

*x* * * 
ACTUARIAL CLUB MEETS 


The Actuarial Club of Chicago, of 
which W. O. Morris, actuary North 
American Life is president, this week 
in continuing the series of discussions 
on actuarial matters relating to forma- 
tion of new companies, informally came 
to the consensus that there stifl is room 
for more companies. Members felt that 








new blood in this respect is important. 


It was pointed out that one cannot go 
back any stated period, consider the 
companies formed at that time and dem- 
onstrate that on the whole they have 
not been a benefit to the business. The 
series will be continued in the Febru- 
ary meeting on the subject whether new 
companies formed today should be par- 
ticipating, nonpar, or both. 
*x* * * 
BROADDUS MAKES RECORD 


L. S. Broaddus, who became manager 
of the Chicago branch office of the Acacia 
Mutual Life last November, has made a 
fine record in building up production. 
The December total was largest, with 
the exception of June, 1932. January 
production is considerably ahead of Jan- 
uary last year. The Acacia’s offices will 
be moved to the 16th floor of the 180 
North Michigan Avenue building. Mr. 
Broaddus has introduced a number of 
new methods of increasing agency pro- 
duction. 

-— 
PALMER TAKES NEW POST 


Ernest Palmer, manager of the Chi- 
cago Board of Fire Underwriters, who 
has been appointed Illinois insurance 
superintendent, started in his new work 
at Springfield Monday morning. Gov- 
ernor Horner sent his name to the sen- 
ate Tuesday. The governor was anxious 
for Mr. Palmer to assume jurisdiction 
at once. Mr. Palmer had a conference 
with Governor Horner Wednesday of 
last week and then accepted the ap- 
pointment. Mr. Palmer conferred with 
Insurance Superintenednt H. W. Han- 
sen, who retires from office. Mr. Pal- 
mer returned Thursday to be present at 
the annual meeting of the Chicago 
Board, when his resignation was ten- 


dered. He returned to Springfield that 
night. 
He will commute between Spring- 


field and Chicago until next fall when 
he will move his family from Evanston 
to Springfield. He desires them to be 
in Chicago during the time of the 
world’s fair. Mr. Palmer has received 
much publicity over his appointment and 
dozens of letters have gone to Governor 
Horner and to him from, people every- 
where expressing their great satisfac- 
tion at the appointment. Mr. Palmer 
was assistant general counsel of the Na- 
tional Board of Fire Underwriters with 
headquarters in Chicago until he took 
his position with the Chicago Board. 

Mr. Palmer was born in Portsmouth, 
N. H., Oct. 25, 1882. He is a graduate 
of Lake Forest college and is a trustee 
of that institution. He is also a grad- 
uate of Northwestern University Law 
School. He was appointed assistant at- 
torney of the Department of the In- 
terior at Washington in 1912, and be- 
came assistant general counsel of the 
National Board in 1913, serving for 10 
years. During the war he was chairman 
of the four minute men in Chicago. 

Mr. Palmer was confirmed unani- 
mously by the Illinois senate Tuesday. 

*x* * * 
A. M. HOLTZMAN TO SPEAK 


The lecture and lessons to be given 
in connection with the Continental Cas- 
ualty and Continental Assurance course 
in the Chicago Board rooms Tuesday 
afternoon of next week at 5:30 will con- 
cern accident and health sales. A. M. 
Holtzman, director of field service of 
the commercial accident and health de- 
partment, will give a practical sales dem- 
onstration. 

x * * 
SALES REVIVAL THIS YEAR 


There is a noticeable quickening of 
hope among Chicago general agencies 
this year which has come from a con- 
viction based on results so far in 1933 
that recovery from the depression is well 
along on its way. A number of agen- 
cies report much better results which 
cannot be ascribed merely to the fact 





that considerable business was carried 











POPULAR 
JUVENILE 
POLICIES 


Our Juvenile Policies 
are proving very popu- 
lar both with our 
agents and their cli- 
ents. They are written 
at ages from birth up 
and give full value at 
age five. Of course, 
our agents also carry 
all regular and stand- 
ard policy forms. For 
information regarding 
our agency contract 
write direct to the 
Home Office. 


BUILDERS LIFE 
INSURANCE COMPANY 


Karl J. Crist, Executive Vice-President 


228 N. La Salle St. 
CHICAGO ILLINOIS 














LOCATION 
COMFORT & 
MODERATE RATES 
Without bath~ Single $13° up 

" —" ~Double $250" 
With bath~ Single $2. up 
"  —" ~ Double $3, w 


Room and Coffee Shop. 


Our garage attendant takes 
your car es you arrive and 
gives it the best of care. 
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over from 1932, The A. E. Patterson 
general agency of the Penn Mutual, 
which has been keeping weekly records 
for some time, wrote well over $500,000 
last week, which is exceeded by only 
one week in the last 34, and some 80 ap- 
plications which also is next to the high- 
est mark in that period. The Aetna Life 
general agency of S. T. Whatley reports 
a 40 percent increase in number of ap- 
plications for this year, although the 
volume is slightly under that for the 
same period last year. 


* * * 
ADDRESSES CHICAGO ROTARIANS 


President C. P. Anderson of Rotary 
International, who is a leading agent at 
Albuquerque, N. M., was a speaker be- 
fore.the Chicago Rotary last week. Fol- 
lowing are the insurance members of the 
Chicago Rotary Club: W. N. Achen- 
bach, manager Aetna Fire; F. C. Mc- 
Auliffe, chief fire insurance patrols; C. 
W. Seanor, assistant general manager 
Underwriters Adjusting Company; R. E. 
Vernor, Western Actuarial Bureau; 
Frank Watson of C. A. Newton & Co.; 
J. A. Kemper, president Lumbermen’s 
Mutual Casualty; C. H. Eckel, Travel- 
ers: Isaac Miller Hamilton, president 
Federal Life; A. E. Patterson, general 
agent Penn Mutual Life: P. H. Wil- 
liams, Equitable Life of New York. 


* * * 
ADDITIONS TO COMMITTEES 


Several changes and additions to the 
list of committee appointments of the 
Chicago Association of Life Underwrit- 
ers, which were made in preparing for 
the convention in Chicago this fall of 
the National Association of Life Under- 
writers have been announced. A. E. 
Patterson, general agent Penn Mutual, 
becomes vice-general chairman, asso- 
ciated with General Chairman T. F. 
Lawrence, manager Reliance Life. J. R. 
Hastie, associate manager Mutual Life 
and president of the Chicago association, 
becomes vice-chairman in charge of the 
finance and budget committee. asso- 
ciated with Chairman W. G. Warren, 
manager clearing house, Mutual Life of 
New York. 

Arthur A. Loeb of Stumes & Loeb, 
general agents Penn Mutual, is chair- 
man of the general agents’ committee. 
Josephine E. Morris of the E. B. Thur- 
man general agency of the New Eng- 
land Mutual replaces Sara Frances 
Jones, Equitable of New York, as chair- 
man of the hostess committee. D. Miley 
Phipps, director of field service Conti- 
nental Assurance, is vice-chairman of 
the exhibit committee. 

Samuel Leland, Jr., manager life de- 
partment Fred S. James & Co., Chi- 
cago, becomes chairman of the super- 
visors’ committee. 

R. B. Hull, managing director of the 
National association, was in ‘Chicago 
this week conferring with Chicago as- 
sociation officials, the committee chair- 
men and Walt Tower, managing direc- 
tor of the association, in an effort to 
get plans for the National convention 
well laid and committees functioning 
immediately. 

_ Mr. Hull, after the stopover, which 
included the week end, resumed his 
speaking tour of mid-west and southern 
States, departing for Memphis Monday 
night. 
* * x 
GROUP DEPARTMENT EXPANDED 


The Travelers branch in Chicago 
managed by E. B. Dudley has expanded 
Its group department and consolidated 
it in new quarters on the third floor of 
the Insurance Exchange adjacent to the 
branch office. W. M. Lloyd of Buffalo, 
N. Y., has been assigned to Chicago as 
Sroup assistant and office manager. He 
has been group underwriter in Buffalo 
and will devote himself largely to that 
task in Chicago. He will be associated 
with P. T. Carter, *roup supervisor in 
charge of the Chicago group depart- 
ment; Douglass Perry, assistant group 
Kectvisor, and Frank McGrath and 

arl King, group assistants. 
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Sales Congress for Managers 





San Antonio Club Plans Innovation for 
Session February 2—New Officers 
Elected 





The San Antonio Managers Club has 
elected these officers: J. L. Lawrence, 
Lincoln National Life, president; E. M. 
Goldstein, Pacific Mutual, vice-president; 
Creston King, Life of Virginia, secre- 
tary-treasurer. Directors are Harry St. 
John, Canada Life; P. C. Creamer, 
Southwestern Life; Ronald Vincent, 
Travelers; W. H. Childers, Great South- 
ern Life, and C. R. Fuquay, Franklin 
Life. 

The club will hold a managers’ sales 
congress Feb. 2. Matthew Brown is 
general chairman. The program follows: 


Training Agents: The Problem of 
Prospecting, Matthew Brown, Missouri 
State Life; How to Teach New Men to 
Prospect, R. C. Lowe, Minnesota Mutual. 

Supervising Agents: Stimulating an 
Agency, G. E. Lackey, Massachusetts 
Mutual, Oklahoma City; Planned Sales 
Presentation, D. O. Johnson, Minnesota 
Mutual, and Ronald Vincent, Travelers; 
Time Control Plans, J. L. Lawrence; New 
Training for Old Agents, Elmer Abbey, 
Aetna Life. 

Management Policies: Elimination of 
Non-Producer, E. M. Goldstein; Agency 
Manager as an Executive, O. D. Douglas; 
Planned Territorial Development, W. N. 
Childers. 

Agency Building: Phases of Agency 
Management, R. B. Cherry, Bankers Life 
of Iowa; Methods of Investigating Agency 
Material, R. E. White, Continental Life 
of St. Louis. 

Recruiting Agents: Selection of Agents 
(City), H. D. St. John, Canada Life; Se- 
lection of Agents (Rural), A. R. Lee, 
Southwestern Life, Dallas; Mass Recruit- 
ing, O. P. Schnabel, Jefferson Standard. 





Midland Mutual Kentucky Meeting 


A regional sales meeting was held at 
Louisville for all Kentucky representa- 
tives of the Midland Mutual Life, con- 
ducted by J. A. Hawkins, manager of 
agencies. Other home office speakers 
were R. S. Moore, supervisor, and H. O. 
Tice, assistant manager home office 
agency. 

A silver loving cup was presented to 
E. S. Reeves, general agent, Ashland, 
Ky., for securing the largest number of 
paid-for applications in 1932. Mr. Reeves 
contracted with the Midland March 1, 
1932, and in ten months paid for 150 
applications. 

General agents who spoke were M. G. 
Lasley, Louisville; J. R. Taylor, Owens- 
boro; Paul Johnson, Cincinnati; H. R. 
Lorch, Carrollton, and H. H. Meade, 
associate general agent at Ashland. 





Texas Agents Honor Lawrence 


The Texas agency force of the Lin- 
coln National Life dedicated the first 
two weeks of January to J. L. Law- 
rence, assistant manager, whose birth- 
day was Jan. 15. The result was a pro- 
duction of $442,770, which was an in- 
crease of $145,352 over the average for 
the same period for the past six years. 

A party in honor of Mr. Lawrence 
was held at the ranch home of Man- 
ager O. D. Douglas, when Mr. Law- 
rence was presented a handsome Ham- 
ilton watch, 





Oklahomans Win Trophy 


The Oklahoma agency of the Liberty 
National Life at a banquet meeting at 
Tulsa received the trophy offered to the 
state agency showing the largest pro- 
duction from Nov. 15 to Dec. 21. F. P. 
Samford, vice-president, presented the 
trophy to T. L. Meredith, agency man- 
ager. 


onfidence|l , 











The rock upon which the salesman must 
build his edifice of success with his clientele 
is confidence. Without it the most masterly 
presentation, the most compelling argu- 
ments, the most inexorable persistence will 
fail. 


When the prospect has become convinced 
that the underwriter to whom he speaks has 
absolute honesty of purpose, an authorita- 
tive knowledge of his subject, and is guided 
by a determination to serve—rather than a 
mere selfish urge to make money for him- 
self—then only does he become more than 
just today’s policyholder: He becomes a 
life-long client. 


And this is surely as it should be, for into 
the hands of the fieldman are placed all the 
hopes and fears for that which man holds 
highest in life—the future welfare of his 
loved ones and himself. 


= ArmericAn CenterA Lire 


INSURANCE COMPANY 
INDIANAPOLIS, IND. 








A New Year and a 
NEW DEAL FOR YOU 


Opportunity awaits the man who wants to get ahead in the next five years. A 
chance to make more sales, more money, and establish a business of your own. 
Never before has there been a greater market for accident and health insurance, 
because people everywhere realize the necessity of insurance and the depend- 
ability of insurance companies, Inter-State offers a well rounded line of up-to- 
date policies to suit all requirements. We need men to introduce these policies, 
and will give to the right men, thorough training, sales aids, and liberal commis- 
sions. This is your opportunity for a new start and a new deal. Full or part time 
work. Openings for agency managers. Write your name on the margin of this 
ad today and mail for complete information. Dept. 26. 


mter- State 


BUSINESS MEN S 
Accident Company 


A Legal Reserve Co. Est 1908 — 
Ernest W.Brown res. Des Moines, lowa 














OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 
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How We Help 



















To get COMMON- 
WEALTH Life under- 
writers started on the 
right track, the home 
office furnishes them 













































with: @ A handbook 
of Agency Devel- 






opment for Gen- 






eral Agents and 
Managers. QA 
simple ele- 








mentary train- 






ing course; 
duly fol- 
lowed by— 








A more elab- 
orate and 
thorough train- 
ing course giv- 
ing all the es- 
sentials of life 
underwriting. 
GAccess to a full 
and complete in- 
surance library. 
q“COMMON- 
WEALTH cordial 
co-operation” is more 
than a trademark; it 
represents a contin- 
uous series of definite 
sales-helps furnished by 
the COMMONWEALTH 


LIFE INSURANCE 
COMPANY to every field 
representative. For more 
information write to 
Agency Director. 

























COMMONWEALTH 


LIFE INSURANCE C0. 
LOUISVILLE, KY. 











PACIFIC COAST AND MOUNTAIN 





Sound Factors Pointed Out 


Frederick Faulkner Tells Sacramento 
Association Ratio Assets to Insurance 
in Force Never Better 





While disbursing about 12 billion dol- 
lars for all purposes out of earned in- 
come during the last four years, legal 
reserve life companies have increased 
aggregate net assets by $2,890,000,000 
Frederick Faulkner, superintendent of 
field service of the California-Western 
States Life, declared in an address be- 
fore the Sacramento Life Underwriters 
Association. Although the gain in as- 
sets was smaller in 1932 than in previ- 
ous years, Mr. Faulkner said that the 
preliminary estimates were that this 
gain would amount to $60,000,000. 

The speaker pointed out that many 
companies will experience a decrease in 
admitted assets because of surrender of 
loan-encumbered polices. There has, 
however, been a still greater decrease in 
the legal reserve items on the liability 
side and the ratio of admitted assets to 
insurance in force is undoubtedly more 
favorable now than it has ever been in 
the past. Admitted assets of companies 
as a group are in excellent condition be- 
cause of the writing off of depreciation 
of securities and mortgage loan collat- 
eral in the last few years. 

In 1932 there was only a normal and 
casual use of credit, Mr. Faulkner said. 
He recalled that an attempt was made 





during the presidential campaign to cre- 
ate political capital out of advances to 
life companies by the Reconstruction 
Finance Corporation but he pointed out 
that these companies did not borrow 
from the corporation an amount in ex- 
cess of one day’s normal disbursements 
and that only 5 percent of the legal re- 
serve companies were accommodated. 

Mr. Faulkner said that the indica- 
tions are that the low mark in the public 
buying power has long since been passed 
and that only a restoration of some 
measure of credit facilities is needed 
to bring life sales back to normal. 





Mutual Life’s Northwest Meeting 


About 75 managers and agents of the 
Mutual Life from western Washington 
and Alaska attended the annual confer- 
ence in Seattle. Joseph P. Mulder, Se- 
attle, manager, reported a higher per- 
centage of the 1932 quota produced than 
in 1931. 

Principal speakers were Hugh Bell, 
Seattle general agent Equitable Life of 
Iowa, and Nathan Eckstein, hardware 
merchant and a great believer in life 
insurance. 


New General Agency Firm 


The Minnesota Mutual Life announces 
the appointment of Leo R. Stamm and 
H. E. Hinrichs as general agents. The 
Stamm-Hinrichs agency is located in 
the Merchants Exchange building at San 
Francisco. 
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Barrett N. Coates Carl E. Herfurth | 


COATES & HERFURTH 


CONSULTING ACTUARIES 


114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 








ILLINOIS 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7298 
CHICAGO, ILLINOIS 














L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
tatisticians 














J. Charles Seitz, F. A. I. A. 
CONSULTING ACTUARY 
Author “A System and Accounting for a Life 
nsurance Company. 
Attention to 
Legal Reserve, F al -— _emmemnent Business— 


Pen: 
226 North Ls Salle Street 














Phone Franklin 6 6559 Chieage 
INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 


Indianapolis, Omaha, Kansas City 








G. R. Smith Heads Canadians 


New Officers Elected at Association’s 
Annual Meting—R. G. McCuish Is 
Vice-President 








G. Raymond Smith, agent of the 
Great West Life at Halifax, N. S., was 
elected president of the Canada Life 
Underwriters Association at its annual 
meeting last week. Mr. Smith has been 
connected with his company during all 
his business life, joining it when he re- 
turned from overseas service in 1919. 
He was one of the first Canadians to 
obtain the C. L. U. degree and has con- 
tributed much to the literature of busi- 
ness insurance. 

R. G. McCuish, Canada Life, Van- 
couver, B. C., was elected vice-president 
and the following provincial vice-presi- 
dents were chosen: British Columbia, W. 
E. G. McLagan, Sun Life, Victoria; Al- 
berta, E. L. Churchill, Great West Life, 
Edmonton; Saskatchewan, J. E. Hallon- 
quist, Imperial Life, Moose Jaw; Mani- 
toba, C. S. Turner, Great West Life, 
Winnipeg; Ontario, Frank Robinson, 
Mutual Life of Canada, Ottawa; Quebec, 
J. A. Vidal, Crown Life, Sherbrooke; 
New Brunswick, P. M. Monahan, Can- 
ada Life, St. John; Nova Scotia, W. P. 
Moore, Confederation Life, Halifax; 
Prince Edward Island, A. R. McInnis, 
Imperial Life, Charlottetown. 

Other officers are: Chairman board of 
directors, A. D. Anderson, Aetna Life, 
Toronto; honorary secretary, F. C. Hoy, 
Canada Life, Toronto; honorary treas- 
urer, H. C. Henderson, North American 
Life of Canada, Toronto; registrar, H. 
W. Gundy, Sun Life of Canada, Tor- 
onto; chairman active board Institute of 
Chartered Life Underwriters, W. S. 
Naylor, Dominion Life, Toronto; chair- 
man membership committee, G. A. Ger- 
man, Crown Life, Toronto; chairman 
publicity committee, A. L. Wright, Sun 
Life of Canada, Toronto; additional di- 
rectors, D. Mennie, Metropolitan Life, 
St. Catherines, Ont.; G. H. Dawson, 














Mutual of Canada, Hamilton, Ont.; S. 


P. Quilty, Ontario Equitable Life, Ot- 
tawa; L. N. L’Esperance, Imperial Life, 
Montreal; E. N. Jory, Great West Life, 
Toronto; L. J. Lugsdin, Mutual of Can- 


ada, Toronto. 
ees 


Dispel Fear and Sell Life 


Insurance, Says Teachenor 





MILWAUKEE, Jan. 26.—Life insur- 
ance has proved its worth and men can 
still be sold on it, although many men 
today are not putting their money into 
investments because of fear, declared 
Dix Teachenor, Kansas City, Mo., a mil- 
lion dollar producer for the Kansas City 
Life, at the Milwaukee Association of 
Life Underwriters’ January meeting. 
Mr. Teachenor declared that there is a 
lot of money lying dormant through fear 
and that it is possible for the life under- 
writer to increase his production if he 
will first rid himself of the mental ob- 
stacles which are the result of the de- 
pression. 

In discussing life annuities, Mr. 
Teachenor pointed out the advantage of 
a man accepting 3 or 4 percent com- 
pound interest on money that will re- 
tain its full par value in life insurance, 
than investing his money at 6 percent 
on speculative enterprises that are not 
certain to pay the interest or the prin- 
cipal. He urged the life underwriters 
not to overlook life insurance investment 
contracts because combining life in- 
surance with some investment feature is 
bound to attract the interest of men 
with money to invest. 

e¢ 6 

St. Louis—Conservation of existing life 
insurance is the real test of unselfish 
service by the life insurance man, R. A. 
Trubey, Guardian Life general agent at 
Fargo, N. D., declared in a luncheon ad- 
dress last week. He declared that con- 
servation will do more to stabilize the life 
insurance business than the submission 
of untold millions of new business, 

“Self Management in Our Business” 
was Mr. Trubey’s subject. Self manage- 
ment, he declared, is still the paramount 
task for every life underwriter. The 
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RECENT LETTERS 
The President of a large Company 


says: 
“It will revolutionise Life Insurance 
Selling.” 

A Superintendent of 

Agee ti Satine Idee eo Decode.” 


An Underwriter says: 
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economic changes in the past three years 
have blinded many life insurance men to 
the basic fundamentals on which all 
pusinesses must be based—“service to the 
public and an insistence that the strict 
letter of every contract must be held in- 
violate, whether we are in the deepest 
trough of a depression or riding the crest 
of a wave of prosperity.” 
“sf eS 

Cincinnati—The January meeting was 
held jointly with the Cincinnati cham- 
ber of commerce forum. Dr. H. C. Dale, 
dean school of business administration 
Miami University, spoke on “Depression 
Lessons.” He said life insurance should 
play a vital part in an individual’s plans 
because it allows him to provide years 
in advance for the development of his 
estate and of the carrying out of his de- 
sires, such as an educational policy to 
insure his child’s cultural development, 
business insurance to insure carrying on 
of the business, etc. 

The Franklin Typothetae of Cincinnati 
invited all life underwriters in Cincin- 
nati to its meeting to hear Vash Young, 
Equitable Life of New York, producer 
and author. 

x * * 

Rochester, N. Y.—Frank H. Davis, vice- 
president of the Penn Mutual Life, spoke 
at the annual meeting last week. 

x * * 

Peorla—C. Vivian Anderson, vice- 
president National association, spoke on 
“Mental Attitude” at the January meet- 
ing. with 150 present. He said that an 
insurance man should have the right 
mental attitude toward his job or else 
get out of the business. If he loses a 
ease he should blame himself and not 
the fellow who took the business away 
from him. 

x * * 

Atlanta—Oscar Palmour, general agent 
Connecticut Mutual Life, has been elected 
president; H. L. Davis, Massachusetts 
Mutual, vice-president, and Mrs. Ralph 
Hill, secretary-treasurer. John A. Jones, 
retiring president, becomes national com- 
mitteeman. The executive committee. 
all reelected, includes R, L. Cooney, 
chairman, New York Life; Sam Carson, 
Aetna; Hugh Willett, Penn Mutual; R. L. 
Foreman, Mutual Benefit, and H. M. 
Powell, State Mutual. 

Speakers for this week’s meeting were 
J. W. Knox, president First National 
Bank of Hartford, and P. M. Fraser, vice- 
president Connecticut Mutual Life. 

x * * 

Dayton, 0.—G. F. Kem, trust officer of 
the Winters National Bank, spoke at the 
January meeting on “How Trust Assets 
Are Meeting the Test.” At each meeting 
one of the member agencies is honored 
and this was named “Prudential Day.” 

x * * 

Akron, 0.—“The early bird doesn’t al- 
ways get the worm,” was the title of 
a playlet that was presented before the 
Akron association. In this skit, the con- 
tract was brought out between a poorly 
trained agent and an efficient operator. 
The incompetent salesman was well 
clowned by Lyle Teeple. Others in the 
cast were Mrs. Helen B. Hall, C. E. John- 
son, John A. Parsons and F. A. Lane. 

The play was followed by a discussion 
of the psychology of fear by Professor 
G. C. Hantelman, director of business 
research, Goodyear Industrial university. 

Among the new members inducted was 
Miss Kathleen Cooke, New York Life, 
who was then in her 78th consecutive 
week of more than normal production. 

} 

Kansas City, Mo.—A tentative program 
has been worked out for the annual sales 
congress Feb. 17. Russell More, super- 
Visor of agents Midland Mutual, will 
_ on the “Proper Mental Attitude.” 
mes A. Fulton, president Home Life of 
New York, on “Life Insurance Salesmen 
and Changing Conditions”; M. J. Don- 
nelly, Edward A. Woods Pittsburgh 
> pang Equitable of New York, president 

fn Million Dollar Round Table; J. H. 
tl ——- Massachusetts Mutual, Peoria, 
a rganized Effort,” and J. S. Mary- 
Ne » Aetna Life, Little Rock, “Then and 
“Ow.” There will be two or three sales 


demonstrations by K e 
derwriters. y Kansas City life un 


* * 
held sna —First 1933 meeting is being 
Cit S week. C. C. Day, Oklahoma 
Y general agent Pacific Mutual, is to 
Bive a sales talk. 
* * * 
oe Falls, Ont—At a luncheon 
Senat ¢. ast week Winslow Benson, Na- 
talked aoe Company, Hamilton, Ont., 
pani n cooperation between trust com- 
*s and life underwriters. 
* * * 
Dakota—S. H. Bright, Fargo, 
Bankers Life of Iowa, was 
esident at the annual meeting 


North 
Manager 
elected pr 




















in Fargo; Walter Johnson, Fargo, 
Equitable Life of New York, vice-presi- 
dent, and R. A. Trubey, Guardian Life, 
reelected secretary. 

Rev. R. V. Conard, pastor of the Ply- 
mouth Congregational Church, spoke on 
“Out of the Night,” taking his theme 
from Henley’s widely known “Invictus.” 

* * * 

Little Rock, Ark.—R. B. Hull, manag- 
ing director National association, spoke 
at a joint meeting of the Little Rock 
association and the Lions Club Jan. 25, 
on “Getting Back onto Main Street.” 

*x* * * 

Minneapolis—H. J. Cummings, vice- 
president-superintendent of agencies 
Minnesota Mutual Life, spoke on “Our 
Work for 1933” last week. 











NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. s mting the “Unique Manual- 
Digest.” annually in May at $5.00 and the 
“Little Gem” published annually in March at $2.00 























Fidelity Mutual’s Dividends 


Reduction of 30 Percent Put in Effect 
by Philadelphia Company Applicable 
This Year 


The Fidelity Mutual has reduced its 
1933 policy dividend scale an average of 
30 percent from the schedule used in 
1930-1932 inclusive. The new scale ap- 
plies from Jan. 1. 

Dividend illustrations for the low rate 
life and retirement income plans are 
shown for only the first ten policy years, 
as not sufficient experience has been 
gained under these to extend the esti- 
mates to the standard 20 years. Divi- 
dends for family income are the same as 
those for the low rate life without family 
income. 

Illustrative dividends for popular 
forms at quinquennial ages are: 

Erdowment at 85 
End of Year 


ns 
Age Ist 5th 10th 15th 20th 
Bepeaceece $2.87 $3.02 $3.23 $3.49 $3.80 
ie ecsieeen 2.98 3.14 3.40 3.73 4.10 
a 3.08 3.30 3.63 4.03 4.50 
Die asweenn 3.23 3.50 3.91 4.40 5.00 
Se 3.42 3.77 4.28 4.91 5.68 
a 3.68 4.12 4.77 5.59 6.57 
eee 4.05 4.62 5.48 6.53 7.74 
er 4.56 5.33 6.47 7.79 9.07 
ee 5.36 6.39 7.85 9.28 10.69 
| 6.59 7.93 9.55 11.16 12.85 
iceeswes 8.4 9.93 11.82 13.79 15.19 
ee 10.93 12.73 15.12 16.71 17.12 
20-Payment Life 
BO, cussev $3.27 $3.63 $4.20 $4.88 $5.71 
Se 3.41 3.82 4.45 5.20 6.11 
aaa 3.57 4.03 4.73 5.57 6.59 
— 3.76 4.28 5.05 6.00 7.14 
BPevsvveece 4.00 4.60 5.48 6.55 7.85 
Dees acces 4.32 5.01 6.03 7.25 8.72 
Cie ceveces 4.75 5.54 6.73 8.15 9.75 
reer 5.33 6.30 7.72 9.30 10.85 
eee 6.23 7.41 9.07 10.65 12.10 
— Fe 7.58 9.02 10.75 12.36 13.59 
ar 9.59 11.14 13.02 14.87 15.56 
20-Year Endowment 
ee $4.35 $5.42 $7.05 $9.00 $11.42 
st i dale dtl 4.41 5.49 7.10 9.07 11.47 
5.57 7.18 9.15 11.53 
5.69 7.30 9.25 11.61 
5.85 7.46 9.42 11.72 
6.08 7.70 9.65 11.87 
6.42 8.09 10.02° 12.07 
6.96 8.71 10.62 12.36 
7.86 9.71 11.45 12.80 
9.29 11.10 12.72 13.57 
11.26 £3.17 14.88 15.24 
Endowment at 65 
err $3.00 $3.21 $3.49 $3.84 $4.26 
i one sows 3.14 3.38 3.75 - 4.17 4.72 
— 3.33 3.63 4.07 4.62 5.28 
econ +44 3.55 3.93 4.50 5.19 6.03 
ine eeens 3.86 4.36 5.09 5.97 7.04 
| ere 4.26 4.91 5.87 7.04 8.40 
err 4.86 5.73 7.02 8.54 10.20 
Sep 5.75 6.96 8.71 10.62 12.36 
. re 7.20 8.94 11.27 13.40. .... 
eer 9.84 12.38 15.27 aves - 
Low Rate Life (Dividend per $1,000) 
Se, ceesece $2.38 $2.43 $2.51 $2.54 
eer 2.42 2.5 2.67 2.72 
Pisenecens 2.45 2.60 2.84 2.91 
Teevcanas 2.49 2.73 3.08 3.18 
aavéecus 2.53 2.90 3.39 3.53 
Seer 2.58 3.13 3.81 3.99 
Dib eeneass 2.67 3.45 4.31 4.53 
Serre 2.84 3.87 4.92 5.19 
eT 3.07 4.28 5.50 5.85 





Union Labor Life 


President Matthew Woll of the Union 
Labor Life of Washington, D. C., an- 
nounces a new retirement annuity con- 
tract. It gives a self pension plan with 





We se to give eve 
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Abraham lincoln 


TRUE TO THE NAME OF LINCOLN ! 


The Lincoln National Life Insurance 


Company, Fort Wayne, Indiana. 














Girard Life Insurance Company 
Philadelphia, Pa. 
Has excellent General Agency openings 
in Ohio, Pennsylvania ond Michigan 
Generous first year and renewal commissions. 
Low net cost policies. 


We seek General Agents of high character and ability, who are will- 
ing to devote efforts to building a real General Agency. 

When writing give us a fair word picture of yourself and your insur- 
ance experience. 


Yeur correspondence will be treated confidentially untt 
such time as we have your permission to make inquiry. 























Rockford Life Has a Message for You 


President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, Illinois. 


It Concerns Contract Direct 


With The Company 


Dear Sir: 

SEND ME THE MESSAGE 
BEAMS ccccccccccccccccccccccccescovceccccececcecesescosoosooconsoesooccccsoscosooososcososooooes 
AGAOSS occcccccccccccccccccccccecscesescccesceeeecseceesereseseeeeseeeeoeoeseeeseeeeseeeeoeeoeeees 
Clty... cccccccccccccccccccccccccccccccecocsccsocceescceeeoooes Beate, .cccccccccccccccccscccccccoecs 











SOMETHING ABSOLUTELY NEW 


A THRIFT Certificate with Payments Insured 
in the event of Death of Certificate Holder 
12 Years Matures $1,000.00 Contract at $4.75 per Month 


Loan, Cash and Paid Up Values After One Year 
Valuable General Agencies Available in Illinois 


INVESTORS FINANCE & THRIFT CORPORATION 


Affiliated with 


UNITED INSURANCE COMPANY 
2721 So. Michigan Ave., Chicago, Illinois 
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The New and Original Answer 

to the Demand for Life Insur- 

ance with Disability Income 
Benefits 


Let Us Tell You About It 


», 
THE PROVIDENT 


Life and Accident Insurance 
Company 
CHATTANOOGA, TENNESSEE 
Established 1887 




































$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


Of course issued in larger amounts 


ALL PREMIUMS 
RETURNED 
in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


Write for Sample and Particulars 


This is one of many unique contracts 
issu y 


Federal Union Life 


FRANK M. PETERS, President 


Cincinnati, Ohio 















Wanted! 
GENERAL AGENTS 
mn 


Illinois, Missouri 
Kansas 


and 














St. Louis Mutual Life Insurance 
Company 


Originally Incorporated 1857 


3640 Washington Blvd. St. Louis, Mo. 

















annuity payments to begin at any age 
from 50 to 70 years as selected by the 
annuitant. In the event of the annuit- 
ant’s death prior to the date on which 
payments are to begin, the company will 
return all premiums paid or the cash 
value, whichever is greater. The usual 
surrender loan values are available, be- 
ginning at the end of the first policy 
year. No medical examination is re- 
quired except when disability waiver of 
premium clause is applied for. 





State Mutual Life 


The State Mutual Life has notified its 
general agents that it will accept up to 





$10,000 on army and navy officers under 
the following restrictions: They must 
not be engaged in the chemical, sub- 
marine, mine-sweeper, destroyer or avia- 
tion service; must be age 31 or more; 
stationed within the limits of continen- 
tal United States when the application 
is signed. They will not be accepted for 
double indemnity or disability benefits, 
nor on term or family income contracts. 





Girard Life 


The Girard Life of Philadelphia has 
reduced its policyholders’ dividends 15 
percent. 











As SEEN FROM NEW YORK 





FILES APPEAL IN CASE 


The Northwestern Mutual Life has 
filed an appeal to the court of appeal 
from the decision of the appellate divi- 
soin in New York City, which affirmed 
the decision of the trial court in a case 


which has been pending in various 
courts between Mary Dana and the 
company. She is the beneficiary and 


notified the company of the death of 
her husband. The company then sent 
blank forms for proof, which she re- 
fused to fill out and sign. Instead she 
filed an affidavit signed only by her set- 
ting forth that her husband died Dec. 3, 
1931, and thereafter buried. The com- 
pany held that the paper filed was 
wholly insufficient to enable anyone to 
reasonably conclude that the assured 
was dead and that the beneficiary named 
in the policy was Mary Dana. 

The Northwestern Mutual declares 
that it did not claim that the beneficiary 
was obliged to make proof on the blank 
furnished her nor was she obliged to 
give proof of the cause of death. It did, 
however, maintain that the company 
was entitled as part of the proof to 
show information as would enable it to 
determine the fact of the death of Mr. 
Dana and identifying him as the person 
named by the assured as the deceased 
and also such additional facts as would 
identify the claimant was Mary Dana, 
who was named as beneficiary. 


* * * 
ATTEND UNION CENTRAL MEETING 


W. E. Barton, vice-president Knight 
agency Union Central Life, and 11 other 
members of the New York city agency 
of the company will leave Saturday for 
the Union Central’s $500,000 club con- 
vention in Miami, Fla. 

x * x* 
ALLEN MADE PRESIDENT 


E. W. Allen of Allen & Schmidt, 
general agents New England Mutual 
Life, was reelected president of the New 
York City Life Managers’ Association 
at its annual meeting. Other officers 
reelected were L. A. Cerf, Jr., Fidelity 
Mutual, vice-president, and W. J. Duns- 
more, Equitable Life of New York, sec- 
retary-treasurer. 

Frank H. Davis, vice-president Penn 
Mutual Life, was enthusiastically wel- 
comed as the speaker of the occasion. 
In vigorous and convincing fashion Mr. 
Davis outlined the need of constructive 
leadership. 

Committee chairmen were appointed: 
Rebating, Frank W. Pennell, State Mu- 
tual Life; twisting, C. E. DeLong, Mu- 
tual Benefit; proselyting of agents, Ar- 
thur Schmidt, New England Mutual; 


unfair competition, Ben Hyde, Penn 
Mutual; membership, W. R. Collins, 
Travelers. 


President Allen announced that the 
association will hold a meeting this 
spring similar to that held early last 
month to discuss management methods. 


Made Assistant Secretary 


W. R. Beardslee has been elected as- 
sistant secretary of the Brooklyn Na- 
tional Life. He has been with the com- 
pany for five years and for the last two 
has been assistant to the vice-president. 
He attended Williams college before go- 
ing with the Brooklyn National. 





By R. B. MITCHELL 








| Shows Fine Gain | 








JOHN J. GORDON 


Because of the increase in the sale of 
investment policies, John J. Gordon, 
general agent of the Home Life in New 
York City, last year showed a 60 per- 
cent gain over 1931 in new premiums 
with an advance in paid-for business of 
40 percent. Mr. Gordon’s agency made 
an excellent showing for the year, fin- 
ishing in third place countrywide among 
all Home Life general agencies al- 
though he started from scratch only 
three years ago Mr. Gordon was 
elected vice- president of the Home Life 
Agency Association at its meeting in 
New York earlier this month. 


Finlayson Is Board Chairman 


John D. Finlayson, chancellor of the 
University of Tulsa, was made chairman 
of the board of the American Union 
Life of Tulsa, Okla., at the annual 
stockholders pone this week. Other 
new directors are S. M. Smith, president 
of Tulsa Business ‘College, and Dr. A. 
H. Unverferth. 

All officers were reelected, headed by 
J. S. Berryman, president, and William 
McCallum, executive vice-president and 
general manager. 


Guardian Life Managers Confer 


The 1933. conference of managers of 
the Guardian Life was held at Hot 
Springs, Va. Results for 1932 were 
analyzed and plans for the progress of 
the company and the individual agencies 
in 1933 were presented. Among the 
plans presented at the conference was 
an elaboration of the direct-to-prospect 


advertising plan successfully inaugu- 
rated by the Guardian last fall. 
Guardian officials attending were 


Vice-President J. A. McLain, Superin- 
tendent of Agencies F. F. Weidenbor- 
ner, Jr., Assistant Vice-President J. E. 
Lockwood, Medical Director M. B. 
Bender and Assistant Superintendent of 


Agencies N. F. Davis, Jr., and R. W. 
Griswold. 
National Underwriter Calendars are 


the best form of insurance advertising! 
Write for details. 














No Better Territory 


No Better Company 


No Better General Agent’s 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE CO. 
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Policies That 
Keep Abreast 
of the Times 


To the life man who desires to serve his 

clients with the proper sort of disability 

coverage, the line issued by this Com- 

pany will be found to be completely 
satisfactory. 


He will find Accident and Health con- 
tracts as satisfactory to him as his own 
life policies. We offer life agents a sub- 
stantial addition to their income. Send 
in the coupon for full information. 


MAIL COUPON 


INTER-OCEAN CASUALTY 
COMPANY 



























Executive Office 
CINCINNATI-OHIO 
Inter-Ocean Casualty Co. | 
American Bidg., Cincinnati, Ohio. 

Please send me information regarding your sc! | 
| dent and health policies. | 
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Abner Thorp Gives Basis for 
Forecast, Selling Boom Ahead 








In his monthly letter to subscribers 
Abner Thorp, Jr., editor and manager of 
the Diamond Life Bulletins, makes what 
many may regard at this time as a rather 
startling statement when he says: “In the 
next few years, beginning with the return 
of confidence and stabilization of business, 
we shall see a rush on the part of the pub- 
lic to buy life insurance which will make 
any previous boom in our business seem 
trivial indeed.” 

Mr. Thorp’s views regarding what is 
to happen in the life insurance business 
during the next few years should be es- 
pecially interesting to the life insurance 
men who may at this time have a feeling 
of discouragement. Mr. Thorp says: 


In spite of tremendously curtailed pur- 
chasing power, the responsible citizens 
of America purchased during 1932 an 
astounding volume of protection, or if 
you prefer to put it another way, in- 
vested an unimaginable sum in what the 
Kiplinger Washington Service calls: 

“A structure which on the whole 
seems stronger than any other single 
unit in the financial world.” 

Thus, everything considered, we need 
make no apologies for the service ren- 
dered by life insurance men to the pub- 
lic during the year just closed. 

On the other hand, we are much con- 
cerned with what the future seems to 
hold for our business. 


Much Money and Credit 
Is Still Unreleased 


It is the mature conviction of the 
writer, based upon many personal con- 
versations with business men as well 
as upon the general logic of the situ- 
ation, that in the next few years, be- 
ginning with the return of confidence 
and stabilization of business, we shall 
see a rush on the part of the public to 
buy life insurance which will make any 
previous boom in our business seem 
trivial indeed. 

This opinion is based not upon mere 


incontrovertible facts which it may be 
helpful to set down: 

1. There is a tremendous volume of 
money and credit still unreleased, as 
hoarded currency in the hands of in- 
dividuals, idle bank balances and savings 
deposits, investment funds which are 
now going into short term government 
securities, large reserves of the banks 
which will support an enormously ex- 
pansible volume of credit. 

2. Millions of our people have learned 
that the emergency reserves available in 
the loan values of their life insurance 
policies are the only dependable source 
of immediate cash in times of financial 
stress. 

When these men needed money des- 
perately for the necessities of life, the 
life insurance companies furnished cash 
without delay, without quibbling and in 
an amount previously specified in their 
policy contracts—while building associa- 
tions and banks were in many instances 
unable or unwilling to come to the aid 
of customers or depositors in their great- 
est financial need. 


Life Policies the Only 
Bonds Maturing at Par 


3. Countless widows and children and 
the friends of men who have died since 
1929 have learned that the life insurance 
owned by the deceased has been gen- 
erally the only asset representing to the 
family 100 cents on the dollar of con- 
tracted obligations; and that while real 
estate, and bonds, and stocks, and mort- 
gages have come into the hands of heirs 
either temporarily worthless or so 
shrunken in value that they represented 
little more than “scraps of paper,” the 
policies of life insurance have been the 
only “bonds” maturing at par, and have 
in countless instances preserved estates 
and kept families intact when, other- 
wise, there would have been only pros- 
tration and disaster. 

4. Of course, when the upturn in 
business reaches sizable proportions and 
security values tend to increase, in many 
cases with considerable rapidity, there 


But, on the other 
there will be millions of business 
men who will not soon forget the “beat- 


again to speculation. 
hand, 


ing” which they took and from these 
millions will come a new demand for life 
insurance which will astonish some 
timid-hearted underwriters who feel to- 
day that never again can they expect 
a return of the halcyon days of 1926- 
1929. 

If, then, this prophecy appears to be 
justified, who will be the beneficiaries of 
this wave of insurance buying? 

Evidently, it will be those underwrit- 
ers who have courageously and ade- 
quately served their clients during these 
lean years; those who have made new 
and potentially profitable contacts; those 
who have discarded their outworn sell- 
ing machinery and have used this time 
to re-equip themselves with strictly up- 
to-date ideas and -technical equipment; 
those who have had the courage and 


Another survey of the purchasers of 
life insurance has been completed by 
the American Service Bureau of the 
American Life Convention. Of the total 
of 10,164 buyers, 1,152 applications for 
ordinary business were from  house- 
wives, a slight increase over the last 
survey in July, 1932. 

There were 990 farmers and ranchers 
included in the new survey, a decrease 
of 135. The average size of their new 
application is $2,116, while those already 
carrying life insurance had an average 
of $3,728. However, 606 of the farmers 
and ranchers making application, indi- 
cated they had no other life insurance. 
Approximately 60 percent of the men 
on the farms and ranches are apparently 
without life insurance protection. 

There were 1,130 applications written 
on students, 1,008 of whom were with- 
out life insurance, while the average 
amount carried by those with old life 
insurance was but $775. New applica- 
tions from students averaged $1,040. 
Applications were received from 216 
insurance men, including 143 from life 


confidence to look forward to this better 
day, and who, in the meanwhile, are 
going about their tasks with faith and 
confidence in the great revival which 
is at hand, 

So, we urge all of our clients to set 
their houses in order to perfect them- 
selves in the art of prospecting; to mas- 
ter the details of their company prac- 
tices and policy contracts; to adopt 
standardized sales presentations, par- 
ticularly those built about the savings 
idea, old age protection, the investment 
angle of life insurance, the minimum in- 
come for family, and any special con- 
tracts which have a pronounced appeal. 
Furthermore, learn now to plan and dis- 
cipline yourselves by adopting a con- 
structive system of time control so that 
when the tide turns you will have 
formed the habit of utilizing every avail- 
able business moment in the most 














superficial optimism, but upon certain 


will undoubtedly be many who will turn 


insurance agents and 73 from general 


profitable way. 


Purchasers of Life Insurance 
Revealed in Bureau’s Survey 


insurance men. Life insurance men are 
applying for an average of $4,409 in new 
insurance and those with old insurance 
carry $10,043 each. 

Teachers in country colleges, univer- 
sities, academies and public schools are 
another class turning to life insurance 
in increasing numbers. The ratio of col- 
lege professors seeking insurance is the 
same as in July with 29, but the num- 
ber of public school teachers has in- 
creased from 327 to 342. More than 70 
percent of the teachers were without 
other life insurance. This lack of fore 
sight was greater among the grade and 
high school teachers since 76 percent 
were without old insurance. College 
professors applied for an average of $3,- 
155 in new insurance and those with old 
insurance had $10,175 each. Public 
school teachers are buying $1,664 each 
and the 24 percent with additional in 
surance hold an average of $2,982. 

An interesting feature of the report is 
that men and women closest to woes 
and misfortunes of life because of their 
professions and work, are among the 
classifications already well insured as 
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To the Thinking Life Insurance Men of America 


1932 would have been worse without life insurance. 


1933 will be better because of it. 


Richmond, 
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WHEN 


Economic night came there 
was Life Insurance to light 
the way out. The challenge 
to enter the Life Insurance 
business was never stronger 
than at present. No time 
was ever richer with stories 
of its comfort and saving 
help to human beings. 


Liberal direct Home Office 
contracts for fieldmen, fea- 
turing life income provision. 


California-Western 
States Life 
Insurance Company 
J. Roy Kruse, President 


Home Office, Sacramento 











Life Insurance— 
Trust Service 


now go hand in hand. Men of 
affairs demand both. Life In- 
surance creates the estate. 
The Life Insurance Trust 
safeguards it. 
Send for booklet 
The Life Insurance Trust 


Chicago Title & Trust Company 
@ West Washington St. 
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Edward A. Woods’ “Life Underwriting 
as a Career,” shows the opportunities of 
the profession and presents a real under- 
standing of present day practices in 
life underwriting. Price, $2.25. Order 
from The National Underwriter. 





compared with the average. Included in 
these groups are undertakers, physicians 


and surgeons, hospital and private 
nurses, chiropractors, osteopaths and 
florists. 


On the other hand, men and women 
who bask in the sunshine of public fa- 
vor apparently live very much for today 
only giving little thought to the future, 
for among the actors, actresses, musi- 
cians and professional entertainers who 
applied for life insurance in December 
ten out of every 17 stated they had no 
other life insurance. Those with exist- 
ing insurance carried but $2,286 each 
while new applications averaged but 
$2,059. Undertakers and funeral direc- 
tors stated they carried an average of 
$12,727 each and their new applications 
were for $2,813. 

Men in other financial fields depend 
on life insurance for future protection. 
This class includes bankers and finance 
company heads, and investment brokers 
and their salesmen. Few in these classi- 
fications are without some life insur- 
ance. Their new applications range 
from $8,500 to $10,500 while their ex- 
isting insurance is from $21,500 to $35,- 
000. 

The survey indicates that the persons 
from whom life insurance agents may 
hope to obtain applications for upwards 
of $5,000 life insurance are oil pro- 
ducers, executives and owners, sales pro- 
duction and research engineers, invest- 
ment brokers and salesmen, bank and 
finance company officials, printing, pub- 
lishing and advertising agency owners 
and executives, architects and drafts- 
men, aviation pilots and aviation com- 
pany executives, manufacturing plant 
owners and executives, dentists, real es- 
tate brokers and salesmen, owners and 
salesmen for electric appliance establish- 
ments, physicians and surgeons, whole- 
sale commission merchants and import- 
ers, building contractors and automobile 
agency owners and managers. Cotton 
brokers and dealers and attorneys-at- 
law are also good prospects for large 
policies, although in December their 
average application was for slightly less 
than $5,000, 


Security Is Basic 
Investment Rule 





(CONTINUED FROM PAGE 1) 


Because of the illness of the sched- 
uled speaker, Griffin M. Lovelace, sec- 
ond vice-president New York Life, the 
final speaker was Hubbard Hoover, lec- 
turer on insurance at the College of the 
City of New York, and a Mutual Life 
of New York agent. 


Improve One Step at Time 


Pointing out the impossibility of im- 
epeving in all directions at once, Mr. 

oover declared that the agent must 
pick one definite and rather small item, 
make the necessary improvement there, 
and then go on to something else. The 
speaker suggested that for many agents 
the first point of attack might well be 
the opening sentence of the sales talk. 

“What is the most critical point of 
the interview if not the first word the 
salesman utters in the presence of his 
prospect?” Mr. Hoover said. “The open- 
ing sentence must be arresting and 
should follow these four psychological 
principles: First, you should know defi- 
nitely what you are going to say at the 
beginning, the exact words and tone of 
voice. You should rehearse what you 
are going to say not while you are wait- 
ing to see the prospect but at home and 
aloud. Second, say something that will 
call for an original and positive re- 
sponse, that is, avoid a stereotyped re- 
mark that leads to a stereotyped answer. 
Third, open with a remark that implies 
knowledge of or interest in the pros- 
pect’s affairs. Fourth, never say any- 
thing apologetic. 

“Here is a bad opening sentence: ‘I 
represent the Ajax Life Insurance Com- 
pany. May I have a few minutes of 
your time?’ First of all, this is bad be- 
cause it is apologetic. It is a little better 





to say, ‘May I have three minutes to 
discuss a business proposition now or 
later?’ but even this is apologetic and 
as sopn as the prospect inquires what 
the business proposition is and he finds 
out it is life insurance he can give any 
one of the usual stereotyped objections. 
The prospect's reaction is first, to learn 
what it’s all about; second, to classify 
the matter and put it into one of the 
usual pigeon holes; and third, to bring 
up his usual alibis. 
Increases Self-Confidence 
“A good opening sentence increases 


self-confidence by giving the agent the 
consciousness of having got off to a 


good start. Suppose you are selling ed- 
ucational insurance. You ask your 
prospect, ‘Have you decided what col- 


lege you are going to send your son 
to” This follows all four of the psy- 
chological principles. You know what 
you are going to say, it does not call 
for a stereotyped answer, it implies in- 
terest in your prospect’s affairs and 
there is nothing apologetic about it. 

“Another good way is to open with 
a sentence which arouses the prospect’s 
curiosity, causing him to ask questions, 
after which you can go on with almost 
any sales talk you select. Ask him for 
instance, ‘Are you paying interest on 
your life insurance premiums?’ He prob- 
ably won’t know what you mean and 
when he asks, explain about the interest 
on quarterly and semi-annual premiums. 
Another question is, ‘Are your life in- 
surance policies lapse-proof?’ Here 
again he won’t know what you mean 
but it opens the way for you to explain 
the automatic premium loan feature or 
the automatic extended term feature. 
Asking about the contingent beneficiary 
has been pretty thoroughly worked, and 
the prospect is likely to have heard 
about it so I wouldn’t recommend using 
it. 

Wording Makes Difference 

In attempting to get policies for audit, 
it is better to ask, ‘How long has it 
been since you had your policies 
audited? If you merely suggest to the 
prospect that he let you audit his poli- 
cies, he is likely to say that it was done 
recently. On the other hand, if you ask 
him how long it has been since his poli- 
cies were audited, you give him the im- 
pression that it is customary to have 
policies audited periodically and the fact 
that his have already been audited is no 
reason why they shouldn’t be looked 
over again. This opening also makes a 





good start for one of the other opening 


sentences, such as the lapseproof sen. 
tence or the one about interest on pre. 
mium. 

Mr. Hoover recommended the devis- 
ing of new and effective opening sen- 
tences as a stimulant to making calls, 
saying that as soon as he has perfected 
a new one he is always anxious to get 
out in the field and try it out. He urged 
this practice as a means of getting more 
fun out of life underwriting, saying he 
did not believe that many of the large 
producers would have made their out- 
standing records unless they got a cer. 
tain amount of fun out of their work. 


R. F. C. Loans Are 
Problem in Field 





(CONTINUED FROM PAGE 1) 


compelled to sell securities and take a 
loss. 

Undoubtedly, officials of borrowing 
companies would prefer that publicity 
not be given to the loans. However, 
in the long run, it is probably bene- 
ficial to make the loans public. If the 
loans were kept secret, as they were in 
the early days of the Reconstruction 
Finance Corporation, political repercus- 
sions undoubtely would develop. There 
is now much whispering about institu- 
tions of all kinds, which borrowed dur- 
ing the phase when the loans were not 
made public. The article which ap- 
peared in the January issue of Harper's 
Magazine on “The Inside of the R. F 
C.,” is an indication of the implications 
that may be read into the situation when 
the public is not given an accounting 
of how its money is being handled. The 
important thing, then, it seems, is to 
get the insurance agents in the right 
frame of mind about these loans. Ii 
the companies that get loans are thereby 
subjected to raids, they cannot stand up 
indefinitely and the view that such bor- 
rowing is an indication of weakness 
would then be borne out. But, if bor- 
rowing from the R. F. C. does not bring 
upon the borrowing company a new de- 
luge of demands for policy loans, then 
the borrowing company will have bene- 
fited by the accommodation and _ will 
have enhanced its position. 


The Rochester agency of the Guardian 
Life, managed by E. B. Houghton, 
showed an increase of 35 percent in paid- 
for business for 1932 as compared with 
the year previous. 
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